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The advance market price 
has in no way affected the 
immense demand for good foot- 
wear. Women readily pay 
$12.00 for boots today and 
they do it more willingly than 
when they paid $2.75 or $3.00 
a couple of years ago. There 
is also less difficulty in store 
salesmanship. 

Here is an example: My 
daughter wanted three pairs 
of boots to complete her outfit 
prior to going to an Eastern 
Seminary and inasmuch as she 
wore AAA widths, she pur- 
chased at retail, a white, a tan, and a black pair paying $12.00 per pair. The 
colored girl in our kitchen remarked: “‘Those sure are beautiful boots, Miss 
Marie is wearing, how much do they cost?” My daughter said that she had 
paid $12.00 per pair and the colored girl replied. “‘That’s two weeks wages, 
but I’se got to have ’’em.” The very next day that colored girl had on a pair of 
$12.00 boots and in the writer’s opinion this same girl would have protested at 
shoes for $3.50 two years ago. 

This only goes to prove the ease with which the consumer is paying advance 
prices—the wholesale figure of which today is higher than the actual retail price 
of the same shoes three months ago. If this goes on the American consumer 
will be wearing something besides leather in shoes and that very shortly. 

In styles the public is turning largely to whites and blacks, ivory and pearl 
gray in boots and oxfords. There is a phenomenal demand for white goods of 
all kinds this season. All indications point to the coming year’s being the 

greatest footwear year ever. 





A. G. ELLET, 
President, 
Ellet- Kendall Shoe Co., 
Kansas City, Mo. 


Trade Leaders Series 
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Selfishness---Our Greatest Menace Today 


OLERANCE is getting to be a mis- 
placed virtue in the shoe industry. 
To submit meekly and mildly to 
every sort of exploitation for the 
individual gains of the man who 
leaps into print with startling state- 
ments as to the trade’s unwar- 
ranted profits, or excessive shoe and _ leather 
prices, and the like is not in keeping with 

the vigorous activity of our industry. The time 

has come for sharp reprimands and even though it is 
not collectively applied by the industry the individual 
merchant has it within his power to apply the remedy. 

Those men whose selfishness beclouds their vision 
will have their eyes rudely opened unless they learn 
to think twice before rushing into print with state- 
ments unconsidered as to their effect on the industry 
as a whole. 

If in the name of the H. C. of L. an individual 
comes across with a statement to the public that 





“‘his shoes are not one cent higher because he bought ~ 


them far in advance of the season,”’ brand his state- 
ment as a falsehood. If he has what passes for an 
up-to-date shoe store, he has been forced to make 
recent and often purchases. 

All this bluster on stopping the export of leather 
by embargo is in the same category, for according to 
our own advices from Secretary Lansing: “It can’t 
be done.” 

It is deplorable that a statement fathered by the 
biggest kid manufacturer should go out to the great 
newspapers of this country emphasizing in bold fact 
type that “‘cloth is fit for clothing and not for 
shoes.”’’ There are millions of pairs of shoes made 





that the market is flooded with cheap imitations 
peed cen Pacer niche: i tng Do 
ccep uch shoe: when it is possible to get 






up with cloth tops and years of manufacture and 
merchandising of fabric footwear has demonstrated 
its permanent place in shoe service. 


One of the largest shoe factories making women’s 
shoes is today making over 4000 pairs of cloth topped 
shoes on a 16,000 day sheet and by April the run will 
be at least 8000 on a16,000 output—These are 
shoes which are not sold under $4.00 per pair. 

Fit, yes fit for feet and the yardage of cloth used in 
shoes is increasing monthly by millions of feet of 
clean cutting surface. 

Only by the use of materials other than leather 
can the industry supply the demand for footwear, at 
reasonable prices. Conservation of leather is going 
on, even to the extent of withdrawing the use of leath- 
er for purposes other than the manufacture of 
shoes. For the simplest example, the reports of the 
Supreme Court of West Virginia, will not be bound 
in leather, through the foresightedness of the Attor- 
ney General, who had to go to the extent of asking the 
Legislature for permission to use binding other than 
leather (even though we all know public servants 
have a-greater regard for custom than for costs). 

As for a general boycott movement, of which we will 
hear more later, let the same members of the craft 
remember that if we continue to “kill the golden 
goose” a hundred and more million people in the 
United States can do a little boycotting of their own 
for there is hardly an individual that could not exist— 
for a year without the purchase of a single pair of 
shoes, if they had to do so. There is a good deal of 
wear still left in the shoes on the feet of the public, 
so don’t let the prosperity-developed-hysteria go too 
far. Why is it that when merchants are making more 
money than they ever did before, every manufacturer 
more shoes—and of course this means money— 
the agitator for “within our midst’’ gets out his little 
hammer and proceeds to knock down the structure. 
The shoe trade is long-suffering, but watch out ye 
meddlers! 


“Steady” Should Be the Word 


At what point does exaggerated information cross 


_the line and become misinformation? The following 


curious statement of percentages is from a daily 
newspaper published in Cincinnati: 

“Sixty-two per cent of all leather used for shoes in the United 
States came from other countries before the war. The supply 
is now absolutely cut off. Of the remaining thirty-eight per 

(Continued on page 32) 
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National Reception Committee 


John O’Connor, Chicago 
Wm. M. Laird, Pittsburgh 
Otto Fisher, Lawrence, Kas. 
Frank Meyer, Danville, Ill. 
Thos. Scoggins, Houston, Texas 
Fred Murray, Cherlotte; Mich. 
Chas. I. Slipher, Indianapolis 
Allen Meadors, Nashville, Tenn. 
Werner S. Byck, Atlanta, Ga. 
George A. Pierce, Minreapolis 
Max Sommer, San Francisco 
W. A. Knight, Portland, Ore. 
F. E. Ballou, Providence, R. I. 
D. F. Sullivan, Fall River, Mass. 
W. W. Willson, Boston 
Jas. Lawrence, Hartford, Conn. 
Morris Wyman, Baltimore 
oy Strasburger, Washington, D. C. 
A. Wolfram, Clevelan 
hitved Kohn, New York City 
A. Lazarus, Pittsbur, a 
> Slater, New York 
Ben Jacobson, New York « ity 


Local Committee on Displays 


H. R. Rogers, Chairman 
D. E. Hayman 
Jos. Pietzuch 


Monday, January 8th, 9.30 A.M. 


Calling to order by President Mc- 
Gowin. 
Greeting to the Convention extend- 
Hon. George Puchta, Mayor 
of Cincinnati. 
Report of Committee on Creden- 


tials. 

Roll Call. 

Reading of minutes of last conven- 
tion. 

Reports of officers. 

Appointment of Committees—reso- 
lutions and styles. 

Reports of Standing Committees. 

Reports of Special Committees. 


ADJOURNMENT FOR LUNCH 





Afternoon Session, Monday, Jan- 
uary 8th at 2 P.M. 
Unfinished Business. 
New Business (Revision of Con- 
stitution and By-Laws). 


Appointment of Nominating Com- 
mittee. 


Election of Directors 
ADJOURNMENT 





BEEFSTEAK AND SPECIAL EN- 
TERTAINMENT IN EVENING 





Tuesday, January 9th at 9.30 A.M. 


‘THE OUTLOOK AS REGARDS 
LEATHER AND OTHER SHOE 
MATERIALS” 


Shoe Manufacturer—John S. Kent, 
Pres. Boot & Shoe Mfrs.’ Ass’n. 

Upper Leather—C. F. C. Stout, 
Philadelphia. 

Men’s Shoes—John O'Connor, Chi- 


ca 
Women’ s Shoes—Robert Doolittle, 

R. H. Fyfe & Co., Detroit. 
Children’s—H. B. Scates, Boston. 
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National Convention 
Cincinnati, January 8, 9 and 10, 1916 


Headquarters, Hotel Gibson 


Program Committee 


A. H. Geuting 
John Slater 

M. G. Harper 
A. F. Sloane 
James H. Stone 
Ray D. Brown 


Registration and Credential Com- 
mittee 


A. F. Sloane, Chairman 
Otto Fischer 
Fred Murray 
Ray Brown 
Frank Meyer 
Roy Stevens 
G. R. Van Meter 
Wm. E. Ellison 
Chas. Voller 

E. Hayman 
Harrison Kendall 
Joseph Pietzuch 


Badges 


Chas. Brooks, Chairman 
Thos. - ins, } secu 
Wm. Fiiliso 

w. S. Foyek. Louisville 


Ladies’ Reception Committee 


Miss Ruth Dennis, Chairman 
Mrs. Harry R. Rogers 

Mrs. Glen Van Meter 

Mrs. Wm. Ellison 

Miss Alice Engelhardt 

Mrs. Chas. Voller 

Miss Miholovitch 

Miss Luella Edmonds 


Finance Committee 
G. R. VanMeter Chairman 


William Seekatz 
Harrison Kendall 


Sergeant-at-Arms 


Roy C. Kanouse, Greensburg, Ind. 


Press Committee 
H. Serkowich, Chairman 
A. F. Sloane 
Harry McLaughlin 


Manufacturers’ Banquet Com- 
mittee 

John A. Holters 

Robert Wise 

W. S. McKenzie 


Printing Committee 


Chas. Voller 

Wm. Pfeffer 

George Renick 

Thos. Quinlan, C. of C. 


Cincinnati Committee on Enter- 
tainment and Reception 


Jos. Pietzuch, Chairman 
J. P. Orr 

D. E. Hayman 
B. A. Beagle 

B. H. Orr 
George Schott 
G. R. VanMeter 
H. R. Rogers 
Chas. Werner 
Wm. Seekatz 
Victor Urbansky 


Banquet Committee 
J. P. Orr 
George F. Schott 
A. A. Lazarus 
A. H. Meadors, Nashville, Tenn. 





PROGRAM 


“POSSIBILITIES IN FOOTWEAR 

OUTSIDE OF LEATHER” 
Wm. E. Barker, Sales Mer., U. S. 
Rubber Co. 


“MATERIALS OTHER THAN 
LEATHER FOR SHOES” 
Dr. Alfred Hart, New York—20 to 
0 min. 

Five minute talks by 
Laird, Pittsbur. h, 
C. K. “Chisholm, Cleve! and, 
Allen Meadors, Nashville, 
John Slater, New York. 


“WHAT THE LOCAL ASSOCIA- 
TION CAN DO FOR ME” 
A. F. Sloane, ar = Ohio—15 to 20 


Five minute talks ies 
Ww. Stewart, Iowa City, Ia. 
W. W. Willson, Boston, 
Max Sommer, San Francisco, 
Otto Fischer, Lawrence, Kas. 
Roy Stevens, Ottumwa, Iowa. 


ADJOURNMENT FOR LUNCH 





Afternoon Sesion eer Jan- 
uary 9th at 2.30 P. 


“SHALL THE N.S. R. A. ADOPT A 
DEFINITE POLICY “REGARD- 
ING NON-FULFILLMENT OF 

CONTRACT” 


H. E. Hagen, ero Mass.—15 to 20 


Five mingte talks by: 
H. M. Swope, St 
A. H. Geuting, Philadelphia, 
O. K. Dorn, Cleveland, 
A. C. McGowin, Philadelphia 
OTHE FARMER’S TRA E AND 
HOW TO HOLD IT IN THE 
LOCAL TRADE CENTER” 
Frank B. White, Mgr. Dir., Agricul- 
tural Pub. "Assn., Chicago 


Five minute talks by: 
F. B. Murphy, Steubenville, O. 
~ Stevens, Ottumwa, Iowa. 
ermann, HermannBros., Chilli- 
cothe, Ohio. 

“THE STEVENS BILL AND ITS 
RELATION TO OUR CAM 
PAIGN FOR BETTER | BUSI- 

NESS METHODS. 

Either Ray Brown, Adv. My , Victor 
Talking Mach. Co., ‘amden, 
or H. Kenner, Associated Ad. 

Clubs, Indianapolis. 
ADJOURNMENT 





BANQUET AT THE HOTEL 
GIBSON IN EVENING 





Wednesday, January 10, at 9.30 
A. M. 


“SHOE TRADE CONDITIONS 
FROM AN EDITORIAL 


VIEWPOINT” 
F. H. Littlefield, Editor, “The Dry- 
goodsman,” St. Louis 


‘“*KEEPING DOWN THE RISING 
COST OF DOING BUSINESS” 
Otto A. 1 Chicago 

Five minute talks by: 
Joseph Strasburger, Washington, 


s. J. Brouwer, Milwaukee. 
W.S. Byck, Atlanta, Ga. 
e7cuey & ae New aves. 
M. Hoskins, H. M. & R. Shoe 
Co., Toledo. 


“ESSENTIAL ELEMENTS IN 

— SFUL RETAILING” 
J. P. Orr, Cincinnati—15 minutes. 
Five mieate telks by. 

A. Lazarus, Pittsburgh, 
i ¢* “Goldberg, Chicago. 
Samuel Devis, The "May Co., 
Cleveland, 


Jesse Buse. Byrne Shoe Shops, 
Kansas ity, 

Mr. Rogers, & S. Pogue Co., 
Cincinnati. 


ADJOURNMENT FOR LUNCH 





Afternoon. Session, Wednesday, 
January 10, 2 P.M. 


icremee AND THEIR 
USES” 


Harry ‘Trego, S Saarenery, National 
Great en’s , a 38 
Five Minute Talks t. 
F. E. Ballou, Providence, R. I. 
Arthur Burt, Washington 
George A. Pierce, Minneapolis 
D. Sullivan, Fall River 
Thomas L. Siebert, Lazarus Bros., 
Columbus 
“SAFE AND SOUND BUSINESS 
METHODS ro SMALL RE- 


TAIL 
Ben Jacobson, New York—15 Min- 
tes 


u 
Five minute talks by: 
Reuben Metz, Chicago 
A. E. Pitts, Pitts Shoe Co., Colum- 
bus, Ohio 





Afternoon Session, Wednesday, 
January 10th at 2 P.M, 


re BUILDING SALES- 
ANSHIP” 


James W. ou ak Retail Service 

Bureau, Associated d Clubs, Indian- 

Five minute by: 
. E. W by elk-Over Shoe 
Co., Detroit 

F. P. Meyer, Danville, Ill. 

T. M? Scoggins Houston, Texas 

8. Wilkinson, The May Co., Cleve- 


ADJOURNMENT 








SPECIAL SURPRISE ENTER- 
TAINMENT FOR EVENING 
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Boston Boot and Shoe Club Meets 


Members Hear of Industrial and Political Problems---New England 
Manufacturers’ Western Tour Announced---Birthday Greetings Ex- 


tended---Evangelism and Shoes---Ladies’ Night, January 24 


HE feature of. the 190th regular 
dinner of the Boston Boot and Shoe 
Club, held Wednesday evening at 
Hotel Somerset, was the address 
on “Industry and Politics’’ by James 
A. Emery, of Washington, D. C., 
General Counsel of the National 
Council for Industrial Defense.”’ 


Lieutenant-Governor Extends Greetings 


Following the dinner, President Herbert L. Tink- 
ham first introduced Hon. Calvin Coolidge, Lieutenant 
Governor of Massachusetts, who spoke briefly. Mr. 
Coolidge expressed appreciation of the good work of 
Alfred W. Donovan, the well known Rockland, Mass., 
shoe manufacturer, on the Massachusetts Board of 
Labor and Industry, of which he is a member. Con- 
tinuing, Mr. Coolidge said: “I want to see the time 
when public opinion will be developed to recognize 
fully the credit, respect and consideration due to 
those who have built up the great industries of the 
state and nation.” 


**Industry and Politics’”’ 


The keynote of the address of Mr. Emery was a 
strong argument for justice for the business man 
and the investor. After paying a tribute to the 
progressiveness of the shoe industry as exemplified in 
its marvelous growth, he said in part: 

“The nature of business is such today that it comes 
into continuous and intimate relationship with the 
exercise of the powers of the state in every direction. 
While we may talk about the state as though it were 
entirely apart from the individuals that compose 
it, the fact remains that the state is a part of our- 
selves, for the state can only express itself through 
men like ourselves, and there should be a complete 
and sympathetic understanding between those who 
exercise the powers of the state and those upon whom 
these powers are exercised.” 


Better Representation for Industry 


Elaborating his point that industry should be more 
adequately represented in government, the speaker 
reviewed industrial history, pointing amongst other 
things as an index of industrial growth to the fact 
that the total industrial production of the country in 
1820 was but something less in value than twice the 
production of the United States Steel Corporation in 
its last quarter alone; and that while in 1915 the value 


of our agricultural products was about ten billion 
dollars, the industrial production exceeded twenty- 
five billions and in 1916 will approach thirty billions, 
or more than ten billions in excess of the total in- 
dustrial production of Great Britain and Germany in 
the year preceding the great war. 

“‘The history of the last fifty years,’’ he said, ‘‘shows 
that no state rises to the first rank except through the 
channels of industry. Before the Civil War some 
states directed every effort to industrial development, 
with results so marvelous ‘that since then industry 
has progressed so rapidly that legislation and govern- 
ment have not been able to keep pace with it. 

“As industry has transformed our social life we 
have been faced with new, great problems, and we 
have witnessed the growth in size and wealth of in- 
dustrial organizations that have seemed first to have 
dazzled and then to have terrified many of those in 
office and out of it. There developed a belief that 
such vast organizations could not be of natural growth 
and that they expanded at the expense of some other 
part of the community. The fact is that business has 
lacked ‘missionaries of good understanding’ between 
the less developed and the more deyeloped portions 
of the community. 


In making a plea against popular misconceptions 
of the functions and rights of capital and labor, Mr. 
Emery continued: 

“There is an element in organized politics that has 
undertaken to provide for the personal deficiencies 
of unsuccessful members of the state, and for the in- 
equalities of character—that driving force of human 
progress in every walk of life. There exists the fallacy 
of the sovereign value of the statute as a universal 
panacea for the inequalities of personality and char- 
acter, and a tendency has developed towards ‘laws 
of equalization’ instead of ‘equal laws.’ 


The Volume of Legislation 


“Laws to regulate others seem to be popular; 
they are inexpensive and never inconvenient to their 
advocates. Now no man is absurd enough to think 
that business does not need regulation, but law should 
spring from the life of the people like grass from the 
soil, simple in its forms and adapted to conditions as 
discovered by experience, tested by the knowledge 
of those to whom it is applied, and then applied only 
when necessary to conditions which require it and 
respecting which complete knowledge has been ob- 
tained in advance. 
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Business Government a War Lesson 


‘‘A very valuable lesson of the war, and one which 
the American government might well ponder, was 
that enunciated the other day by the new British 
Premier, who pointed out that the majority of the 
men called to office in the new administration are 
men of business, of executive rather than. parlia- 
mentary experience, and when both qualifications 
were not available, parliamentary experience had been 
subordinated to business capacity. Business across 
the seas has been mobilized under the sympathetic 
direction of government to win back the lost com- 
merce of the war. America needs a business-like 
direction of government, and those in office, if not 
business men, should be men who understand the 
nature of business. Present conditions can be changed 
to a great extent if business men will go more fre- 
quently to the legislatures and less often to the courts, 
for they are no protection against unintelligent legis- 
lation. Courts can deal only with questions of power; 
they cannot touch questions of policy, and unless 
business men keep in touch with the legislatures they 
must share the responsibility for the legislation that 
the representatives create.” 


Birthday Congratulations 

Following the announcement by President Tink- 
ham, and on motion of Mr. A. W. Donovan, it was 
voted to send congratulations to Elisha W. Cobb, 
former president, on his 60th birthday, and also to Joel 
C. Page, Mr. Cobb’s father-in-law, who is the oldest 
traveling salesman in the trade, on his 84th birthday, 
both occasions being celebrated the previous evening 
by a dinner at the Copley-Plaza. 


New Englanders on Tour 


Secretary Thomas F. Anderson announced that a 
representative party of New England Shoe Manu- 
facturers is being organized by the “‘Boot and Shoe 
Recorder’, starting from Boston, January 7th to 
visit the leaders of the industry in Rochester, N. Y., 
Cincinnati, St. Louis, Chicago and Milwaukee, 
returning to New York City in time for the annual con- 
vention of the National Association of Boot and Shoe 
Manufacturers. The preliminary announcement of 
the plan has brought such a response that the success 
of the tour is assured. Special Pullman sleeping cars 
have been reserved for the exclusive use of the party 
in “‘swinging ‘round the circle.’”’ The representatives 
of New England shoe manufacturing, including some 
of the most prominent figures in the American in- 
dustry, are scheduled to spend Monday, January 8th, in 
Rochester. They will be in Cincinnati on Tuesday, 


the big day of the National Shoe Retailers’ Associa- 
tion Convention; in St. Louis Wednesday; Chicago 
Thursday; Milwaukee Friday; and en route to New 
York Saturday, arriving in the metropolis on Sunday 
morning. Secretary Anderson expressed the hope that 
the success of such a tour will result in its continu- 
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ance year after year, and that it will bring to New Eng- 
land in due time a return party of western leaders in 
the industry. 
Billy Sunday’s Message 

Other announcements included the fixing of the date 
for the Annual Ladies’ night, January 24th, the pro- 
gram for which includes a reception, banquet, enter- 
tainment and dancing; and the statement of Rev. 
Wm. Sunday, the evangelist now in Boston, that on 
January 10th two thousand seats will be reserved in 
the tabernacle for representatives of the shoe and 
leather industries, the tickets for these seats being 
obtained from Mr. Kepner, of Grey, Clark & Engel 
Co., of Boston. Attention was also called to the shoe 
manufacturers’ annual convention at Hotel Astor, 
New York, January 16th and 17th; and to the mass 
meeting under the auspices of the State Board of 
Trade of which F. W. Whitcher is president, to be 
held at Springfield, Mass., Dec. 28th. 

Among the guests at the head table were Norman 
I. Adams, vice-president of the National Shawmut 
Bank; Charles G. Bancroft, president of the Interna- 
tional Trust Company; B. W. Trafford of the First 
National Bank; Earl Constantine, national field sec- 
retary of the National Council for Industrial Defense, 
New York; M. W. Alexander of the General Electric 
Company; Byron S. Watson, president of the New 
England Shoe Wholesalers’ Association, Providence; 
John E. Prouty of Boylston National Bank; Paul R. 
Smith and Charles C. Benton, secretary of the As- 
sociated Industries of Massachusetts. 


Prominent Leather House Change 


A change in a prominent leather house is scheduled 
for January Ist, when Widen-Lord Tanning Co. will 
be succeeded by The C. D. Kepner Leather Co. The 
name of Grey, Clark & Engle Co. will disappear after 
being well known in the trade for forty years. For 
thirty-two years Charles D. Kepner has been con- 
nected with that house, and ten years ago, with W. H. 
Abbott, became the selling agent for the Company. 

Mr. Abbott will retire and his interest will be taken 
by W. Thatcher Hollis, who for eighteen years has 
been connected with the A. C. Lawrence Leather Co., 
and for the last ten years has been in charge of its 
calf skin department. Both Mr. Kepner and Mr. 
Hollis are well known in the leather and shoe manu- 
facturing trade, and undoubtedly the new company 
will enjoy a still wider reputation and a larger trade 
than the company which it succeeds. They will 
occupy the same premises, 137-139 South St., Boston. 


Peabody, widely famed as Tannery Town, has become a city. 
S. Howard Donnell, elected its first mayor last Tuesday, used to 
get around at 4 o’clock in the morning and pull skins from dry 
lofts in Peabody tanneries, and, later in the-day, go to Boston 
Law School. He is now a lawyer. His brother, Arthur, is senior 
member of Donnell, Carmen & Mudge, leather merchants, 
Boston. 
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The “Recorder” School of Retail Shoe Salesmanship 
Lesson No. 6.---An Analysis of Fitting Values Obtained Through 


Dissection of a Worn Shoe 


HE value of a graphic demonstration 
to the student is fully exemplified in 
the two illustrations herewith. In 
this instance we convey the idea of 
dissecting a shoe to illustrate the 
impressions of the foot on the 
innersole and the imprint of the 
toe on the upper. 
Arrow No. 1 indicates where the great toe has 
indented the inner sole. It also shows that the 


fully and you will find that just back of the 
row of five toes, back towards the heel, the foot 
is bunchy and somewhat oval in form—it isn’t 
flat, but rather rounding from side to side and it is 
this rounding that serves in walking as a rocker. 
When one steps forward one naturally rocks over on 
this fleshy part of the foot (try it yourself, before the 
weight is put on the row of toes, the function of which 
is to give poise or balance) before the great toe is 
brought into action to carry the entire weight of the 

body forward, just previous to the 











other foot getting in shape to make 
the next step. 


Arrow No. 3 indicates the inner 
shank or hollow of the foot just for- 
ward of the breast of the heel. 

The illustration would indicate that 
the sole was deficient in shape or not 
properly shaped to sustain the arch. 


Tn the absence of the correct poise of 
the sole shown, due to the heel having 
been removed and causing the toe to 
tip upwards, it would perhaps be 
unfair to criticise, yet from the illus- 
tration the shank of this shoe is de- 
ficient in arch. 

However that may be, we want to 
caution the inexperienced salesman 
on the importance of fitting an 








arched foot with an _ arched last 


Dissect an Old Shoe and Note Bottom Impressions at Toe, Ball, Shank and 


Heel Seat 





length was ample for correct fitting 
and fully guards against undue pres- 
sure on the end of the great toe, the 
result of which would have forced 
the great toe back and out of the 
socket, resulting finally in an enlarged 
joint or bunion. We want to impress 
this point on the student’s mind. 

Note the relative distance between 
the arrow points and the end of the 
shoe, making due allowance for the ab- 
sence of the box and upper; this is a safe 
fitting length and is illustrated clearly. 

Arrow No. 2 indicates the point of 
tread and it is at this point that the 
foot needs width or floor space. 


Examine Your Own Foot 














Take the human foot, your own 
for instance, and examine it care- 


Where the Toe Wears on the Lining Under the Box 


: 
SEES AS ae 
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and on the other hand, do not attempt to fit a low 
instep or flat foot with an arched last. 


The Salesman Should *‘Know Feet’’ 


In previous lessons we have touched upon “knowing 
feet,” having the contour so clear in the mind that 
such errors would not occur. 

Arrow No. 4 indicates a fit absolutely at fault; the 
heel seat being too large, permitting the foot to 
shuffle about with every step, or to put it differently, 
the shoe and foot did not work in unison. 

Look out when fitting that the waist, instep and 
heel fit close, particularly the heel; a perfect heel fit 
is when with every step forward the heel and the shoe 
are one—working together in a sort of flexible union. 


When the Big Toe Wears the Lining 


Arrow No. 6. Here we have the roof of the inside 
of the shoe. The arrow point indicates a hole worn 
in the vamp lining over the big toe. It is hard to 
avoid this, besides it is not specially important as 
excellent fitting shoes in other respects may readily 
wear a hole in the lining, as shown, for the reason 
that the toes of many feet have what we call an elevat- 
ed toe end. If, when the stockinged foot is before 
you, you will notice, in a majority of cases the great 
toe has a tendency to stick up. In such cases you 
would select a high toe shoe; if your customer shows 
a preference for a lower toe, before putting the shoe 
on, punch up under the box with some blunt end— 
the upper end of a broom handle is an excellent weapon 
with which to elevate the box. Just a little punch 
will suffice. Fit means “‘adapted to an end,” as 
Webster says. That is the point—adapt the shoe 
you may be fitting to the end of the great toe by the 
method suggested. 

We are indebted to Paul Krippendorf, a prominent 
pattern maker, in Lynn, Mass., for the illustrations, 
and we have taken the liberty of using them to 
illustrate this lesson. 

“STEADY”? SHOULD BE THE WORD 
(Concluded from page 27) 
cent, which represents our own production, a large per cent is 
now going to the nations at war. We are therefore obliged to get 
along with about twenty per cent of our normal supply.” 

Accurate shoe and leather information ought to be 
accessible in Cincinnati; but perhaps the writer of the 
foregoing was working upon the principle and method 
of the painter of stage scenery, who dabs on a smear 
which looks like a cabbage at close range, knowing 
that viewed from a proper distance it will look like a 
roses Perhaps, to a daily newspaper audience, some 
such arithmetical over-emphasis may give a _ per- 
ception of the reality, viewed from its remote stand- 
point of non-professionalism. It clinches the main 
point, anyway, that of great scarcity of supply of 
leather. And grasping the fact of scarcity, the public 
will not indulge in fantastic gyrations over the neces- 
sary and inevitable increase in cost. 
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The chief consideration, in the matter is that the 
public is being treated fairly by the shoe trade. 
Every economy possible in production and dis- 
tribution is being used, and every price advance has 
reason behind it. 

Cnditions are totally without known precedent, in 
many particulars, and all powers of prophecy are 
set at defiance. Everybody supposes that eventually 
there will be a reaction; but when, and to what extent, 
no one can tell. Neither can any one as yet “pick 
the top”’ of the possible advance. 

Furthermore, when the top is reached, every con- 
servative element in the trade will exert itself, as a 
matter of self-preservation, toward making the re- 
cession gradual and orderly, so that values may be 
adjusted without undue jar. For regardless of 
war or peace, nowhere in the world is there the 
slightest indication of any real need of “‘panic”’ 
in basic raw materials, in food products, or in 
those commodities which may be classed as 
necessities. 


Robert Sprunt, Jr., of the good old school of travel- 
ing shoe salesmen died from pneumonia, Dec. 18th. 
He had been taken the day before from his home in 
Brighton to the Peter Bent Brigham Hospital. Just 
the day previous to that his wife, Lillie Sprunt, was 
taken to the hos- 
pital for a critical 
operation, and she 
survived her hus- 
band by less than 
twenty-four hours. 

Robert Sprunt, 
Jr. was in his 57th 
year and Mrs. 
Sprunt in her 56th. 
The double tragedy 
was a great blow to 
hundreds of friends 
and to the relatives 
of Mr. and Mrs. 
Sprunt. 

Robert Sprunt, 
Jr., as a salesman 
covered the big cit- 
ies in the West and 
some in the South 
for A. Fisher & Son. For twenty-five years he car- 
ried the line and made hosts of friends. He was ever 
active in association work and invariably an attendant 
at meetings. He was host to hundreds of buyers in 
market season and everywhere popular. 

The deceased are survived by a daughter, Ethel. 
The funeral was from the Waterman Chapel, Rox- 
bury, on Friday, and many members of the Boston 
Shoe Travelers’ Association were present. 





The Late Robert Sprunt, Jr. 
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“Why You Should Read Your 


99 
Trade Journals 
By F. P. MEYER, President Illinois Shoe Retailers’ Association 


Thirty-five million is the estimate of the 
number of regular readers of trade papers. One 
would thereby infer that trade journals held 
important place in the business world. My 
personal estimate of the trade journals’ value 
is very high. I feel that I owe the Shoe Pub- 
lications for about 50 per cent of my shoe knowl- 
edge. 

The men employed to write in trade papers 
are experts in their particular line as well as 
men of excellent literary education. They glean 
from all available sources the most advanced 
and pertinent methods of conducting the special 
business of which they write. 

The trade paper is as essential to the trades- 
man as is the medical journal to the doctor, 
or the law report to the attorney. It teaches 
him advanced methods of stock keeping and 
store remodeling, keeps us abreast of the times 
on store efficiency, window trimming, style 
dope and salesmanship. It points out and 
teaches us how to rectify mistakes. It tells us 
how to eliminate waste and how to turn loss 
into profit. It is the thermometer of the mar- 
kets. 

Our shoe papers have given the retail or- 
ganizations immeasurable assistance and have 
thereby made possible the better profits now 
prevailing. Shoemen should read thoroughly 
every column in advertising, news and edi- 
torials of every shoe journal. The most suc- 
cessful do. Thereby they keep posted on up- 
to-date doings of manufacturers and retailers. 

Reading trade papers should be made as much 
a habit as reading your local papers. Intelli- 
gent business men realize that in each article 
they may find some new idea with a cash value, 
some new thought to give them greater pro- 
ficiency in their particular line. 

Very few are the business men who do not 
some time ask their trade papers for informa- 
tion, otherwise unavailable. Especially do I 
urge shoe salesmen to study the shoe papers. 
In them they find a mind gymnasium, whereby 
they may build up to greater efficiency and big- 
ger income. Therein they may learn sign 
writing, advertising, window trimming and all 
things essential to successful shoe selling. Knowl- 
edge gives power and power makes possible 
future proprietorship. 

As a sick man needs a tonic, so a business man 
needs a stimulant and the best stimulant is the 
trade paper. 

Dead fish float down streams, but live ones 
swim against the current. Be a live one and 
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go against the current of shoe news flowing 
from the column of your shoe journals. 


A Review of Conditions 
How the Wholesalers View the Market and Styles 


The annual meeting of the New England Shoe Wholesalers’ 
Association was recently held in Boston. A very interesting 
review of present business conditions in the United States as 
they affect the wholesale shoe trade was given by President 
Byron S. Watson. In the course of his remarks he said: 

“Of the many vital questions which will have the attention 
of the business man during 1917, those of labor, transportation 
and shortage of raw material seem most perplexing. 

“The rubber companies, although they greatly deplore the 
unsatisfactory conditions that have prevailed in their relations 
with the wholesalers of rubber footwear during 1916, cannot 
promise materially improved conditions during 1917. 

*“More goods will be made than during 1916, but as retail 
stocks are greatly depleted the demand should be greater in 
1917 than in 1916, if normal Winter weather is experienced dur- 
ing the next few months. 

“Labor today is independent and unreasonable. If labor is 
dissatisfied with present high wages, what will be the attitude 
of wage-earners if conditions after the war necessitate a reduction 
in wages? 

“The leather market remains strong, heavy sales continue 
to be reported, factories are running to capacity. It seems 
certain that we have not reached the top. mark in prices for 
leather footwear. ‘ 

“Tt has been very properly pointed out that an embargo on 
the export of leather would not help the situation; first, as 
about 50 per cent of hides and skins necessary to keep our 
tanneries running come from foreign countries, and second, as 
chemicals and tanning agents also come to us in the same way. 

“It can be readily seen that if we refused to export leather, 
foreign nations would in turn send their hides, skins and tanning 
agents elsewhere; in other words to the nations who would 
return to them the finished product. 

“Scarcity of raw material continues therefore, with no effec- 
tive relief in sight, and foreign buyers have lately come into the 
market with orders to buy apparently with little regard to price. 

““As Mr. Harry I. Thayer, President of the New England 
Shoe and Leather Association says: ‘Until style extravagance 
and prosperity diminish, we cannot stop the advance in the 
price of any commodity in the United States.” But it should 
be remembered that this country is still the cheapest place 
in the world to buy shoes. 

“The tennis situation next season will again be governed 
by labor conditions and the ability of the manufacturers to 
obtain materials. Present prices are none too high, considering 
cost of raw materials. 

“Facing the New Year, unless all signs fail, the outlook is for 
a continuation of good business, but we shall do business under 
the most abnormal conditions that any of us have seen. It is, 
therefore, now that our Association should prove its worth 
and value to its members. Give to the Association your hearty 
co-operation and support, without which nothing really worth 
while can be accomplished.” 

In closing his address Mr. Watson urged upon the members 
of the Association the following four recommendations: 

First—That the members should adopt a more careful form 
for acknowledgment of receipt of orders. 

Second—That they should make their minimum charge for 
Parcel Post shipments 10 cents instead of 8 cents. 

Third—That they should agree on some uniform plan for 
controlling the Returned Goods evil. 

Fourth—That they should abolish, as far as possible, extra 
datings and payment of freight on small orders. 
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The Weekly Prese 


This department of ‘“‘Recorder”’ service is not confined to these pages, for 
we are helping merchants every week with the problems of window display and 
construction. Every help to the individual merchant is a contribution to the 


good of the whole industry. 
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“As the days lighten, let your windows brighten”’ is a maxim 
to remember, for henceforth the longer days mean better dis- 
lays, and better displays mean larger sales, later clearance and 
ewer mark-downs in the lines that have not moved as you 
expected. : 
umber One is a good example of an attractive window trim, 
securing the atmosphere of novelty at very small expense. 
The left and right sections of the Reahenenel consist of columns 
and cross piece either of wood or composition board, preferably 
finished in mahogany or white. In front of these sections build 
two semi-circular stages as shown. These can also be of fibre 
board or card over a wood frame, and covered with cloth or 


crepe paper, of a color to set off properly the shoes displayed 
On these stages should be arranged the styles you feature, set 
off by the use of display fixtures. If in these fixtures some 
novelty can be introduced, such as a palette base for the 
examples shown of art in footwear, so much the better. These 
accessories to your fixtures are easily made, and many merchants 
secure variety by ordering some of the newer types of fixtures on 
the market to supplement those on hand. Behind these stages 
curtains should be hung as shown. These may be of whatever 
material you feel justified in using, whether it be velvet, silk, 
or the special paper supplied by decorative paper houses for this 
purpose, but the color should he the costume color of the season 
most popular locally. To complete the window 
make an arch over the center space with draper- 
ies pulled back, introduce some bright colored 
flowers, and place your shoes, singly or in pairs, 





on the floor and on fixtures varying in height so 








that the eye will follow the display readily from 
front to rear. 
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Number Two 
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The novelty of the idea embodied in Number 
Two is secured by the arrangement of style 
suggestions hazily visible behind a cheesecloth 
screen. This display involves no change in your 
regular background. About two-thirds of the 
distance from the front of the window place a 
colonnade somewhat as shown, and across the 
back of this stretch cheesecloth, either white or 
colored, as you prefer. Close behind this, 
models fashionably clothed, or any other style 
suggestions should be placed, and when the shoe 
display in front has been arranged, an inspec- 
tion of the window from the sidewalk will reveal 
an effect that is unusual. The effectiveness of 
the false background can be heightened by 

roper lighting from behind, increasing its value 

y day and night. 








A point often overlooked in window trimming 
is the relative value of colors. Remember that 
the eye is a human camera, and the photographic 
—— reproduction of the window on the mind is some- 
what similar to the effect on the sensitized plate. 
If color is massed improperly, or the lighting is 
defective, or the arrangement is unbalanced, 
the mental effect is one of confusion, and no 
definite impression of style and beauty is re- 
tained. This is quite as important in building 
windows for immediate service as in arranging 
them for photographic reproduction for pub- 
licity or competition purposes. For example, 
“all white” windows when photographed possess 
little photographic value, no matter how bright 

| and attractive you think they look from the 

} 
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sidewalk. Whiteness, as well as preponderance 
of blue, is glare in photography, and blue against 





white, or vice versa, only comes out flat and 








are best with a plan which represents balance in 
color. Red, yellow and black all reproduce in 
practically the same tone. The good points in 
windows are clearness in every detail, novelty in 
design, and the variety of shoes displayed without 
infringing on the canons of good taste. 


: } represents nothing in particular. Open styles 
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Original Windows and Cards 


The variety of this week’s suggestions is the degree of variety that window 
and show cards should always attain or even exceed. The card writer who is 
long on execution but short on ideas can find in ‘‘The Recorder’? each week 
some inspiration that will help him do justice to the store. 
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Save Worry 





Number One 
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Number Two 


Show Card Writing 
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Number One can be used either as a card or a window stunt. If a card, it 





should be executed on a rectangular piece of card stock, with the addition of 
a border. As a window stunt it would comprise four pieces, the top bar, and 
three discs of which the small panels are a part, all fastened together with rib- 
bon. These should be cut out of heavy stock that will not curl on warp, and 
the design on each is so simple that no trouble will be experienced in working 
it out. 

Magazine, newspaper, or “‘Recorder’”’ advertising or editorial clippings are 
always available for material for showcard decoration, as in Number Two. 
The two heads, pasted down, point the motif, and by using the quotation of TO THE 
some abstract individual—the local synonym for the man who is “up to snuff” GOOD | 
—you get a personal touch in your cards distinctly worth while. CORE. 

Number Three, like Number Two, is executed on a quarter-sheet, except grade up the best 
that the message is carried inside a border slightly off center. On the card “th hey gre clase. 
should be drawn in color the two halves of an apple, and good shoe illustrations 
can be clipped and pasted into place. The lettering below is simple and for- ial 
cible, and should all be executed in your basic color, except that beginning Sei at offerings of 
“Special offerings,’ which should be done in the same color as the illustration Jot MEN. eo 
at the top. BLANKS IO a CHADS 

Now is the time for the show card man to examine his equipment for doing 
better work than ever in 1917. If he can buy or persuade “the boss” to buy an 

















airbrush, the twenty-five or thirty dollars involved will prove to be a mighty 
good investment. He should have available a sufficiently good variety of card 
stock, decorative stencils, pens and brushes. And the first duties of the New 











Year should be a taking of stock, a betterment of equipment, and a resolution 
to make his cards the best in town. Number Three 
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The last weeks of the year are generally quiet ones 
in the leather market, and even in this exceptional 
year the same condition exists. Besides the regular 
causes, namely the slowing down of business due to 
the holidays, and the rounding up of the work of the 
traveling salesmen, there is the added cause, the 
practical embargo of freights, due to holiday business, 
and the consequent lessening of receipts. 

Another deterring influence is the present peace 
talk. Were the war in Europe to cease there would be 
a heavy falling off of foreign business and a cancella- 
tion of contracts yet unfilled. Such a condition, it is 
claimed would result in a better supply for domestic 
consumption, and with more leather available, prices 
would decline. There were some so hopeful of such a 
turn of affairs, that they expected a marked slump in 
sole stock this week, but, on the contrary prices have 
held up to quotations in every case, and any talk of 
lower figures must come from jobbers who have 
small amounts on hand. Producers are holding prices 
as firm as ever, claiming that there is nothing to war- 
rant any decline in cost of production. 


Sole Leather 


The Boston market is shorter of stock this week 
than in any previous one. Freight service has been 
affected by the holiday demand for Christmas goods, 
and leather ready for market has been side tracked. 

Hemlock sole is sold down to bare floors. There is 
a lessened call for export, as would naturally be the 
case, with proposals of cessation of hostilities being 
considered. The domestic call, while smaller. is still 
sufficient to absorb the light receipts. No. 1 dry hide 
hemlock is firm at 58c., and slaughter stock 60c. 
Union sole is in small supply and best backs are held 
at 85 to 88c. Sole cutters are not purchasing heavily 
at this time. Oak sole is in very light supply and pres- 
ent demand, light as it is, is sufficient to prevent any 
accumulations. Prices are firmly held at figures quot- 
ed last week, namely 88c. for No. 1 backs, and 95c. 
for bends, with some tannages of bends held at 97c. 
Belting butts are quoted at 90c. 

Offal of all kinds in moderate supply, and selling 
well, in spite of the general quiet. Hemlock bellies 
20 to 25c.; union bellies 25 to 30c.; oak bellies 39 to 41c. 
Shoulders are quoted at 40 to 42c. for hemlock, 65 
to 66c. for union and 65 to 67c. for oak. Heads are 
held at 19c., 24c., and 27c. for hemlock, union and 
oak, respectively. 


Upper Leather 
As with sole, so with upper leather, the market is 
somewhat quieter, although shoe manufacturers are 
on the lookout for any stock which can be made avail- 
able on the shoe orders they have on hand. There is 
much upper stock now due customers, and most of 
the leather coming here is immediately shipped out on 
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The Leather Market ¢ + 


contracts. Prices are held with continued firmness, 
but material advances are not general, though one or 
two are noted below. 

Calfskins continue scarce and high. Black chrome 
finishes range from 70 to 75c., while colors run from 
75 to 85c. White calf still in sufficient demand to 
hold prices around $1.00 a foot. Mat calf still quoted 
60 to 65c. Side upper leather is well sold ahead, and 
the temporary comparatively light demand is advan- 
tageous to tanners. . Black chrome sides are quoted 
from 50 to 56c., and colors 55 to 60c. White buck 
ranges from 65 to 75c. Snuffed leather is quoted 50 
to 54c. Split leathers are feeling the effect of peace 
talk, and are in less foreign demand and the domestic 
call continues quiet. 

Patent leather continues firm. Colt and calf are 
scarce, and ordered ahead. Patent sides are quoted 
from 60 to 65c. Patent kid rather scarce and offered 
at 55 to 65c., according to grade. Glazed kid quiet 
and expected to so continue until after the New Year. 


Hides 


Business is quiet, and prices somewhat easier. The 
influence of the bear movement is noted in the re- 
fraining from purchasing. The general impression that 
the cessation of hostilities abroad would result in a 
slump in prices, owing to withdrawal of export leather 
orders, is also given as a cause for the decline. There 
are special causes named which should cause prices 
to advance. One of these is an export duty on hides 
by Argentina to go into effect with the New Year. 
Another is the embargo placed upon India hides. 
With these to offset the lessened values of long haired 
domestic hides, prices seem likely to be fairly stable. 
New England abattoir steers and cows are holding 
to quotations and well sold up. No. 1 Ohio buffs are 
now quoted at 26 to 263c., and extremes down to 
30 to 3lc. Southern country hides show so few sales 
that actual quotations are impossible. A fair esti- 
mate would be 25 to 27c., according to distance. 

The Chicago packer hide market is rather quiet, 
though most sales were at full asking figures. Hides 
are now somewhat heavier haired, so that at the same 
price, the values run higher. There are opposing 
opinions as regard the future prices, but as a rule 
packers are holding firm, as they are well sold up, and 
receipts are somewhat below average. Native steers 
are held at 33 to 34c. Heavy cows 31} to 32c. Texas 
steers, 32}c. for heavy, 32c. for lights and extremes. 
Calfskins are lower. One large sale of Chicago cities 
is reported at 47}c., a drop of 123c., in a single week. 
Outside cities quoted at 45c., and countries 40 to 
42c. New York city calfskins show similar sharp de- 
cline, quotations being somewhat uncertain, but 


around $5.00, $5.50 and $6.00. Foreign dry hides are 


quiet, so little doing that quotations are indefinite. 
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The Story of Rubber 
As Told the Rhode Island Retail Shoe Merchants’ Association --- An 


Achievement of American Ingenuity and Persistence 


By R. E. 


IKE tobacco and indian corn, rubber 
was a gift of America to Europe. 
As early as 1730 a party of Spanish 
explorers in South America found the 
natives playing games with rubber 





with them a few native made rubber 
The product came to be called rubber 


bottles. 
from its usefulness in rubbing out lead pencil marks 
and India rubber from the delusion that the luxuriant 


new world was India, that long- 
sought golden empire of old. The 
native name is caoutchouc (koo- 
chook) and a somewhat similar pro- 
duct discovered in the Malay 
Archipelago has always been called 
gutta-percha. 

There is no record that the 
European explorers made any great 
use of the crude bottles and exhibits 
of rubber which they obtained from 
the Indians or that they realized 
its commercial possibilities, and it 
was mainly due to Yankee ingenuity 
nearly 100 years later that its manu- 
facture was placed on a commercial 
basis. 


First Known as a Novelty 


Crude rubber in balls had occa- 
sionally been brought back by 
Salem clipper ships for ballast 
as well as specimens of crude 
shoes originally made by the South 
American natives for the Portuguese traders. Finally 
a group of New England manufacturers saw the value 
of a rubber over-shoe and decided to put the balls of 
rubber to a practical use instead of exhibiting them 
merely as curiosities. 


So the industry began. Money flowed into rubber 
manufacture more prodigally than the Amazon flows 
into the Atlantic. Over-shoes flooded the land and 
in those days not to have a pair of ‘‘gum shoes,”’ 
as they were called, was to be well nigh a social 
outcast. 

But success was not so easily attained. The 
rubber of the early days was a sticky-like substance 
of no particular strength value, its greatest feature 
being its waterproof qualities and it was solely be- 
cause the process of handling rubber scientifically by 
curing or vulcanizing it had not been discovered that 


balls and. brought back to Europe © 





R. E. CONDER fell 
Advertising Manager, Boston Woven 
Hose and Rubber Co. 
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the rubber business for so many years made no rapid 
advance. The trouble seemed to be that the rubber 
was extremely sensitive to a change in temperature, 
being sticky on warm days, hard and stiff on cold 
days, and no method could be found to make it ser- 
viceable in all kinds of weather. 


The Inquisitiveness of Charles Goodyear 


Such was the condition of the rubber trade, or lack 
of rubber trade, when Charles Goodyear, a Con- 
necticut hardware merchant and 
inventor of farming implements, 
went into a store in New York to 
buy a life-preserver or rather to 
inquire about it, out of inquisi- 
tiveness it seems as much as any- 
thing. Struck with what he con- 
sidered a defect in the way its tube 
was made, and believing himself 
able to remedy the error he entered 
into correspondence with the Rox- 
bury Rubber Co., its sponsors and 
manufacturers, who only too willing 
to have a sympathetic listener, 
poured into his ears their bitter 
experiences and foretold a fortune 
for anyone who could prevent rub- 
ber from turning to gelatine in Sum- 
mer and to cast iron in Winter. 
The seed of this suggestion 
on good ground; it took 
root; sprouted and from that day 
Goodyear was to be numbered 
with the score of other single-pur- 
posed men who with no inborn gift more exceptional 
than indomitable perseverance, have wrested revolu- 
tionary principles from colossal discouragements. 


The Inventor Who “Stuck to It”’ 


Certainly Goodyear lacked nothing of the famous 
inventor so far as misfortune goes. Although in 
moderate circumstances to begin with he became 
rapidly poor, through his experiments, and was 
forever patching out with visits to the pawn-shops 
the charity of his friends whom he happily lived long 
enough to repay. He was repeatedly imprisoned 
for debt, and is reputed even to have pawned his 
children’s school-books to get money enough to go on 
with his researches. Nevertheless, he refused friendly 
efforts of re-establishment in his hardware business 
and continued to stick to his cherished “‘gum elastic,”’ 
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Are you getting the most in quality for the least in price 
from your advertising? Do your cuts and business argu- 
ments make as strong a plea for business as you’d like to 
have them? Is your advertising producing results commen- 
surate with the cost of your newspaper space? If not, then 
a cog is missing in the business wheel—an important cog 
which “Boot and Shoe Recorder”’ cuts will supply at small 
expense. 
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Shapely, 
Novel, New! 


High-cut shoes whose 
shapely new features con- 
form harmoniously to the 
details of correct dress. 
Shoes designed with the 
slender lines most favored 
by the woman who knows 
and cares. High arch lasts, 
invisible eyelets, dainty 
heels. There’s just enough 
difference to meet the ap- 
proval of the most fastidi- 
ous tastes in these 


Refined Styles 


Dependable! The quality 
and workmanship has won, 
and is daily winning, in- 
creasing popularity for 
them among smart dress- 
ers. This is a unique and 
elaborate presentation of 
the vogue of the day and 
hour. 

This store means that 
you shall always find some- 
thing new here—something 
distinctive, that stands for 
the last word in footwear 
style at $7.50 and up a pair. 


Store Name Here 
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that assure ever-lasting. 


won't. You sha 





Store Name Here 
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Footwear for Winter Sports 


The out-door woman or man who has never been introduced to 
the comfort of sport shoes for Winter wear can now become ac- 
uainted with it at a lowered price because we are lowering all 
/inter stocks. Long wearin them. Neither cold or wet will affect 


the pliable, durable leather, which won't crack. Made on lasts 


Foot-Ease for Women and Men 


We could carry them over to a new season if we wished, but we 

i have them when you need them most. And we 
shall clear the decks for quick action on new stocks for the new 
year. For skating, tramping and general out-door wear these shoes 
for sports will add immeasurably to pleasure and comfort. 


VE: 
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Be Sure to REMIT WITH ORDER to Avoid Delay 

















“Boot and Shoe Recorder’’ Cuts are trade lubricants that 
help to turn the wheels of business briskly. They “‘oil up”’ 
Under the stimulus of their 
Through their 


the machinery constantly. 
virile strength new trade is. won—and kept. 
persistent use the word ‘‘Efficiency’’ means all it should in 
giving profitable publicity to your goods and your store. 
They are powerful levers for greater success. They are efficient! 
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WHat cares the man 

who, secure and safe 
Winter’s ill 
that follows the chill, 


from the 


travels through slush 
and snow, in damp and 
wet-proof footwear? 
Snow, blow and bluster 
can’t “bluff” a man like 
that—not much! 


Made over special 
lasts for the special pur- 
eg of keeping a man’s 
oot warm and dry. New, 
rich, dark  cordovan 
shades with heavy sole 
and low heel. Low 
priced at $5 a pair. 


























Editorial 


for your Store 


A store is like an indi- 
vidual—it cannot live 
upon achievements of 
the past. It must be up 
and doing and looking 
ahead all the time. The 
success of the work of 
today must be followed 
by the better work of 
tomorrow. The accom- 
plishments of yesterday 
must be forgotten, save 
as they inspire us to be 
more energetic in our 
efforts to. improve. 

By keeping everlast- 
ingly at it and with eyes 
fixed firmly on the goal 
ahead, we believe that 
we shall go up and on 
and better the store’s 
service continually, for 
when we rest we rust 
and weaken. ‘‘Eternal 
vigilance is the price of 
success.” 
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ELABORATE evening 

slippers to fit the foot 
and fancy of the woman 
who dotes on_ style. 
Slippers with the smart, 
slim and shapely fore- 
part that lends slender- 
ness to the foot. Novel 
ideas that are delight- 


fully dainty and _ ex- 
tremely effective. 
The broad _ variety 


gives a range for choice 
that’s most pleasing to 
the woman, miss or girl 
in doubt. At $5 a pair 
we cannot commend 
them too highly for the 
all-around _ satisfaction 
they will yield. 
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PLAY BALL! 


Are we “playing the Game’’? 
Well, I should say we are! We are 
all playing in the great “‘WORLD’S 
SERIES.” too! 

Did you ever think how very 
much like a ball game is our great 
selling game? 

When the “Store Umpire’ (the 
manager) calls ““PLAY,”’ and every 
player of the game is on his toes, 
waiting and watching his chance to 
do his share in winning the PEN- 
NANT, which means, in our selling 
game, GREATER REMUNERA- 
TION FOR A _ DISTINCTIVE 
SERVICE RENDERED. 

Play Ball! The great Winter sell- 
ing events are at the bat. RE- 
MEMBER, BOYS! Men are on 
bases, waiting for you to bring them 
home (these men are members of 

our firm). WILL YOU FAIL 

HEM? 
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Shoe Store Salesmanship 
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Will the Fall and Winter sales 


strike a “‘three-bagger”’? Will the 
men make home? 
YOU ALONE CAN SOLVE 


THIS PROBLEM. Upon each and 
every one of you rests the responsi- 
bility,—don’t fail them. 

REMEMBER! The merchandise 
must “OUT-GENERAL” the “field.” 
Every “base tender,”’ every “‘fielder’”’ 
represents. an objection made by 
your customers about your mer- 
chandise. 

Let us all be ‘‘real players’ of 


the GREAT NATIONAL GAME 
OF SALESMANSHIP. 
Let us RESOLVE TODAY, 


RIGHT NOW, to leave no stone 
unturned in our path of success. 

WE WILL render the best service 
of any retail store in our vicinity. 
We will win by intelligence, dili- 
gence and loyalty! 


Accounts Cannot Be Opened for These Nominal Amounts 
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The Season’s Smartest Boots in Stock 


Considering the scarcity of good salable styles and the rapidly 
advancing cost of materials, these numbers represent values that 
cannot be worth less than 100 per cent during the next.six months. 





BOBS ........++ $4.50 ID bc ia censxs $5.25 Ee $4.75 
Style No. B985—Gun Metal Walking Boot, tyle N B982—8-inc Mahogany ° Russia Style Ne. B978—Our latest High Cut Polish 
8 inches high, Perforated Vamps, Imitation Cult walt Boot, Pence Vamp and imita- Boot, made from high grade French American 
Facing and Tip, Medium Welt Sole, Cuban _ Facing and imitation Wing Tip, Cuban Kid, over our New No. 103 Last, Turn Sole 
Heel, Our New 104 Last. Heel, on our New English Walking Last. and New French Leather Louis Heel. 
AA to D, 24 to 7. AA, 4 to 8; A to D, 244 to 8. AA to D, 2% to 7. 





a eee nt Pe $4.75 i eae $5.75 
Style No. B984—8-inch Polish Gun Metal Style No. B972—The newest Boot for wearers Style No. B983—8-inch Polish Boot, Gray 
Boot, vous Perforated, also Imitation Tip, of short skirts. High Cut Polish Boot, made ra No. 42 Top, French American Kid 
Medium Welt Sole, High Cuban Heel, Iris of High Grade French American Kid. Welt Vamp, Light Welt Sole, as Vanity Heel. 
Last. Sole and New French Leather Louis Heel, AA, 4to7; A to D, 2% to7 
AA to D, 2% to 7. Irish Last. 


AA to D, 2% to 7. 


Moore-Shafer Shoe Mfg. Co. Brockport, N. Y. 


NEW YORK OFFICE, Marbridge Bldg. (1328 Broadway) JACK JESTER, Agent 


The complete line of women’s and growing girls shoes will be displayed at . 
both the Rochester and Cincinnati Style Shows. Don’t miss them. 
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as he called it, about ‘as tenaciously as the “‘gum 
elastic” stuck to everything else. He slept, walked 
and ate with it. His family found pieces of it on the 
window panes and dinner plates; he had a full suit 
made of it and one of his friends once said to a stranger 
who was asking for him: ““Mr. Goodyear is the man 


you will see walking about all dressed in rubber and — 


carrying a rubber purse with nothing in it.” 

For a while Goodyear experimented with nitric 
acid to treat his rubber, and fortune seemed to smile 
upon him, but he later found that the nitric acid had 
treated only the outside of the rubber leaving it soft 
inside like pie-filling between two crusts. Plainly 
he must turn to something else. He-had experienced 
too many failures to view a few added ones with 
alarm, so he directed his research into other channels. 


A Discovery Almost “By Accident”’ 


His actual method of vulcanization seems to have 
been discovered merely by accident. He was sitting 
near the fire on a Winter night talking with his brother 
and holding in his hand a small piece of his “gum 
elastic’ which he had sprinkled with sulphur and which 
he was using to demonstrate the point of his remarks. 
At a chance movement of his hand, the rubber slipped 
from his fingers and fell on the hot stove. To his 
astonishment instead of melting it flattened out into 
a small disc charged through and through with 
sulphur which he found to be perfectly pliable. He 
then nailed it to the door post over night and in the 
morning found it exactly the same. It had endured 
heat and cold inside and out, since the sulphur had 
permeated the mass and this, the principle of rubber 
vulcanization was discovered. Because rubber melts 
at a comparatively low temperature, neither he nor 
anyone else had ever thought of subjecting it with 
sulphur to a high one. The accident had definitely 
settled that point by conducting the experiment for 
him and his goal was thus won. Half wild with joy 
through his discovery, Goodyear went everywhere 
with samples of his new product, seeking to demon- 
strate its perfection for all kinds of uses, but the news 
boundless in its meaning to him, smote on deaf ears. 


Rubber—the Servant of Industry 


Rubber was a perilous subject. Inventors were 
still sitting in sackcloth and ashes and it was years 
before Goodyear began to reap the profits of his 
discovery. Even at the time of his death he was 
barely done with litigation over infringements on his 
patents and his rubber purse was light enough to the 
end, but he had at least discovered the process that 
today makes rubber one of the most adaptable serv- 
ants of man and that has coupled his name to 
immortality. Goodyear was not wholly out of the 
woods when he discovered vulcanization since to be 
sure of his results he must know the exact time and 
temperature for heating rubber. This cannot be 
said ever to have been really discovered. It is one 
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of those indeterminable personal knacks of knowing 
exactly how much and how long without knowing 
exactly why: a type of instinctive consciousness rising 
superior to every theory of figures: that peculiar 
instinct which constitutes the skill of a craftsman and 
fits him for his own special work. 


The foregoing was in preface to the illustrated talk by Mr. 
Condor. He showed motion pictures taken in the Brazilian 
forest showing methods of gathering wild rubber after which 
other motion pictures taken on the Island of Ceylon were shown 
of the depicted methods of starting and caring for rubber plan- 
tations as well as the gathering and curing of rubber sap or 
‘‘latex’’ from the tree to the finished crude product. 

Moving pictures were then shown, taken at the plant of the 
Boston Woven Hose & Rubber Company, Cambridge, Mass., 








BOOTS FOR BATTLING IN THE MUD 


Selling boots to German soldiers at Lodz. All leather and 
waterproof, and made since the war began 


which showed in detail the manufacture of rubber heels and 
soles, and other rubber and rubberized products. 

The lecture was followed by a business meeting of the Rhode 
Island Retailers’ Association, after which a collation was served. 


Open Market of Styles 


The Wholesale Trade of St. Louis to Hold Spring 
Style Show 


The week of February 14 to 21 has been selected 
by the wholesale trade of St. Louis for its Open Market 
of Style, which is being prepared in anticipation of 
the coming of the merchant buyers during the Spring 
buying season. A Pageant of Style will be put on 
at Moolah Temple during the week and entertain- 
ment features of various types will be provided for 
the visitors in the city during that week. A large 
fund has been raised for the affair and about $35,000 
will be spent in presenting St. Louis style and mer- 
chandise merits as well as in entertainment. Shoe 
houses as well as all other wholesale and manufactur- 
ing interests in the dry goods and allied trades are 
participating in the plans and in the expenditure. 
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THE WHITEST WHITE 


LEVOR GRAIN KID 


CHROME TANNED AND WASHABLE 


Makes a Beautiful Top eave ros lavelsvelanl-modilel— 


STRONG AND DURABLE 


a7 MUST BE SEEN TOBE APPRECIATED<> 


IT SELLS YOUR SHOE! 
MADE OF CABRETTA SKINS 


G.LEVOR & CO.., iNc. 


MANUFACTURERS 


GLOVERSVILLE, N.Y. 
NEW YORK: 88-90 GOLD ST. 


ST.LOUIS: LEATHER EXCHANGE BLOG BOSTON:145 SOUTH STREET 
JOHNSON STEPHENS & PATTON LEATHER CO ’ THE G LEVOR COMPANY 
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The Style Situation --- As I See It 
By DAVID W. SAIFER, Secretary Novelty Shoe Co., Chicago 


Suede shoes, especially gray, seem to have tak- 
en a firm lead in the fashion race of footwear 
today, with solid colors of kids in gray, ivory, 
plum and brown closely following. 

White kid boots, no doubt, will be one of the 
great leaders of the coming Spring, and is today 
one of the most desired styles. 


Spring, 1917, will show us the greatest white 








DAVID W. SAIFER 


White 


season this country has ever witnessed. 
fabrics and nubucks will also be very good. 

Other good bets are patent vamps, with 
white kid tops, and patent vamps with colored 
cloth tops. On account of the leather situation, 
all cloth shoes in the popular shades will be 
good. 


Already, indications point to lighter colored 
kids, although the shoe merchants will suffer 
on account of the scarcity of colored kids. 
Inasmuch as Dame Fashion has decreed that 
skirts will not be much longer, it is certain that 
the younger set again will take to novelty boots. 

The new motor boots or puttee effects have 
edged in a little and have found quite a few ad- 
mirers. Indications point that sport boots will 
be big sellers, patent leathers with white kid, 
Nubuck and fabric tops taking the lead. 

The higher prices of boots will not affect the 
sale of them in any way. The public today 
has been educated to the fact through the 
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scarcity of leather and the unsettled conditions 
of the leather market, that they must pay the 
price. 

Black kid boots are holding their own remark- 
ably well, considering the great demand of 
colored footwear. This is due to the fact that 
on account of the high cost of black kid, they 
have been used in higher grade shoes and on 
new snug-fitting patterns. 


“Killing the Goose” 


Giving the Louisville, Ky. Public the Wrong 
Idea on Prices 


While local shoemen have been dissatisfied with 
the publicity given to high prices on shoes and leather 
by the press, claiming that the dailies have hurt 
business through doing too much talking, they are 
still more displeased with some merchants who have 
taken advantage of this publicity, at the expense of 
other merchants, in an effort to obtain business. 

A prominent shoe house in its advertising recently 
said: “Shoes—same values in men’s shoes as they 
were a year ago. In black we have shoes at $3.50, 
$4.00 and $4.50. In tan at $4.00 and $4.50. If the 
price you pay for shoes and the values you receive 
are giving you concern—caused by the rapidly ad- 
vancing cost of leather and other materials—Buy 
Your Shoes Here.” 

While this merchant is endeavoring to ‘show 
people that he still has shoes to sell at low prices, he is 
also lending the impression that high prices are at the 
option of the dealer. The sentence “Same values in 
men’s shoes as they were a year ago today,” is not 
correct, when speaking of high-class merchandise and 
fine values as any shoe man knows. 


Deals in Leather 


Incidents Wherein Wholesalers Turned Leather 
Buyers 

A shoe wholesaler bought up a quantity of leather, 
and let to a Lynn manufacturer a contract to make 
the leather into shoes. The manufacturer threw up 
the contract, declaring that threads, linings and other 
supplies had risen so much that he would lose money 
if he fulfilled the contract. The wholesaler took back 


the leather and sold-it at a profit of $1700. 


Another shoe wholesaler bought leather, during 
September, from several shoe manufacturers, and 
accumulated about 50,000 feet of it, at an average 
price of 32 cents a foot. He was in Lynn last week, 
asking manufacturers to figure contracts for making 
the leather into shoes. He figured the leather worth 
45 cents a foot. 


Why watch the clock? It may be going but it 
can’t get away. 
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“Maxine” Shoe made by the Brown Shoe Co., This G. W. White Nubuck lace boot is carried 
St. Louis, Mo. Carried in stock, doubly wear- in stock by The Selby Shoe Co., Portsmouth, 
proof by reason of the Nedlin Sole thereon. Ohio, AA to D wide and sizes 24% to 7. 
Style No. | of this shoe is A-40 and of the short Price $4.00. This snappy style is made even 
vamp model, particularly stylish at this time. more desirable by the Nedlin Sole. 








Neolin must be stitched like leather 


In one thing only NeGlin is exactly like leather. 
Nedlin must be stitched like leather. 


Leather soles, improperly applied, impair the 
appearance of a shoe. 


Nedlin Soles, improperly applied, impair the 
appearance of a shoe. 


In every other way Nedlin is superior to leather. 











It is easier to sell than leather. Nedlin needs no 
breaking in, so it makes a delighted purchaser. 


It wears longer than leather; so it means a satisfied 
customer. 


It is waterproof and does not slip. 


In winter and spring especially these features have 
an appeal to the wearer that alone is sufficient to 
insure better sales and satisfaction. 


Its superior qualities fit it for every class of trade. 


—_i oe 


] Better than Leather 


OR ie n a2 


fee, 
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This streamline model, from the Florsheim Shoe 
Co., Chicago, retails at $6.00 and is carried in 
stock in both Black and Tan Calf. This makes 
an admirable shoe for service under all kinds 
of weather conditions. Nedlin Soles of course. 


This stock style from E. T. Wright & Com- 
pany, Rockland, Mass., isa Dark Brown Fudge 
Welted Model, retailing at $6.00; also carried 
in stock in Black Gun Metal. 





—§Jleodlin 


To the highest grade of foot-gear for men and 
women it lends distinction and style. 


Yet its moderate price permits its use on shoes of 
average price. 


Over four hundred leading American shoe manu- 
facturers have found in Nedlin not only a splendid 
relief from the leather famine; they have also 
welcomed it as an escape from the embarrassments 
arising through the use of inferior leather. 


For thousands of dealers Nedlin has made new 
friends, has increased sales, has cut down selling time. 


For the Nedlin name on a shoe sole is a credential to 
public confidence. 


The public knows and believes in NeGlin. 


Ask your manufacturers for Nedlin-soled shoes— 
stitched like leather. 


To protect yourself from imitations, mark that mark; stamp it 
on your memory: Neolin— 


—the trade symbol for a never changing quality product of 
The Goodyear Tire & Rubber Co., Akron, Ohio 


Trade Mark Reg. U. S. Pat. Off 


Better than Leather 
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Jetel Ip. Salle, 


Chicago’s Finest Hotel 


A few hours, or a few days spent at HOTEL LA SALLE 
afford a refreshing relief from the tedium of the business 
or pleasure trip. The most exacting guest finds his wishes 
anticipated, both in the essential comforts and in the 
finer points of service. 


We are familiar with the requirements of the Shoe Trav- 
eling Men;—with the assistance of our popular LA SALLE 
shoe racks at HOTEL LA SALLE, shoe men can display 
a line of 240 shoes in 18 feet, 160 shoes in 12 feet or 90 
shoes in 6 feet of sample space. 


The central location—La Salle at Madison Street—puts 
you in close touch with the city’s activities. 


RATES 


One Person Per Day 


Room with detached bath, $2.00, $2.50 and $3.00 
Room with private bath, $3.00, $3.50, $4.00, $5.00 


Two Persons Per Day 


Room with detached bath $3.00, $3.50 and $4.00 
Room with private bath— 
Double room , . $5.00 to $8.00 
Single room with double bed $4.00, $4.50, $5.00 


Two Connecting Rooms with Bath 


Two persons : ; . $5.00 to $8.00 
Three persons ‘ ; . 6.00 to 9.00 
Four persons P r . 7.00 to 12.00 


1026 rooms—834 with private bath 





Chicago’s Finest Hotel 


ERNEST J. STEVENS, 


Xotel Ia Salle. 


M\ LaSalle at Madison Street 


Vice-President and Manager 
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Ideas and Methods 


Boys Learning Cobbling 


Berkeley, Cal.—School boys are to be 
taught practical cobbling, and the prod- 
ucts of their labor distributed among 
the poor. Five cobbling outfits have 
already been purchased and _ installed 
in the Hawthorn School and others will 
soon be added. 





Preventing Lost Sales 


The manager of a men’s specialty shoe 
store in Louisville, Ky., reports that he 
has made it a practice of never letting 
the same clerk or he himself wait on an 
undecided customer after the customer 
has walked out twice without buying. 
By the third time a shoe salesman waits 
on an undecided customer, he has lost all 
confidence in making the sale, and has 
become so peeved with the two walk- 
outs that he is in no frame of mind to do 
justice either to the customer or the 
merchandise. The average clerk hates 
to have walkouts. It lowers his opinion 
of his own ability to sell, and also lowers 
his value in the opinion of the store 
manager if such walkouts are frequent, 
and the manager does not happen to 
understand the particular customer. By 
changing the salesmen the service is 
generally improved materially all around. 


A Small-Foot Sale 


A New England merchant found there 
were too many small sizes in his stock of 
women’s shoes, so he began to think out 
some plan of selling the surplus stock 
quickly. He discarded the idea of cut- 
ting the price down, ‘and as he turned the 
matter over in his mind it occurred to 
him that women with small feet were 
all very proud of the fact. He thought 
a “Small Boot Sale’’ would be attractive 
and decided to try it. 

At first he was inclined to publish the 
sizes he wanted to get rid of, but he wisely 
considered that it would be best to leave 
it open for the public to say what they 
thought was a small foot. The con- 
sequencé was that a big rush of all sorts 
and sizes of women brought their feet 
to be fitted with his shoes, and he not 
only cleared out his surplus stock of 
small sizes but had big sales of every 
other size as well. 


Retail Shoe Store 
Advertising 


Confidence in Advertising 


The Shepard-Norwell Co., a large 
Boston store operating an important 
shoe department recently boxed in its 


advertisements the following, over the 
signature of President John Shepard, 
Jr. 

“Most of the merchants in New York 
City thought they were advertising 
honestly until the New York Tribune 
began to show them otherwise. 

The pinprick of publicity soon ex- 
ploded the inflated value idea—never 
were the New York papers so free from 
the cry of ‘Bargains!’’ exaggerated 
values and all the hurrah buncombe as 
they are today. 

It might be profitable for the Boston 
public if some Boston newspaper had the 
courage to follow the New York Tribune’s 
example. ; 

The Tribune guarantees the truth of 
every advertisement it accepts. 

The Shepard Stores guarantees the 
truth*of every advertisement it prints.” 


Newspapers Raise Prices 


Buffalo, N. Y. shoe merchants who 
spend thousands of dollars yearly with 
the local newspapers are watching with 
interest the action of the leading daily 
papers here in raising their prices from 
one to two cents. Many of the shoe 
men are wondering if the advance will 
reduce the circulation and the advertising 
powers of some of these journals. 


Uses Brigg’s Cartoons 


Cahn & Wachenheim of the Imperial 
Shoe Store, New Orleans, recently made 
arrangements with C. A. Briggs, the 
famous Chicago Tribune cartoonist, to 
make one drawing a week for the Im- 
perial which will be used with its adver- 
tisements. Mr. Briggs is known through- 
out the country for his cartoons of ‘‘Skin- 
nay” and “When a Feller Needs a 
Friend.”” The announcement made by 
the Imperial of this new departure in 
advertising at once attracted considerable 
attention. 


Kite Advertising at Fair 


An immense kite to which was at- 
tached a big display aevertisement of the 
Regent shoes was one of the attractions 
at the National Farm and Live Stock 
Show, New Orleans, which recently 
closed its doors after being attended by 
113,000 persons. Henry Lange, manager 
of the Regent, arranged to have the kite 
ascend every day of the fair. 


Store News Corner 

A Lynn, Mass., store prints a “store 
news corner” in its quarter page adver- 
tisement. In this ‘‘corner’” it makes 
mention of the changes in the store 
equipment, introduces new clerks, or 
tells of future special sales, or of other 
events in the career of the store. 

All of its items are as brief as can be, 
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In Shoe Stores Everywhere ¢ + ¢ 


and are newsy too. The “‘corner’’ is 
much read. 

Many shoe merchants might find it 
valuable to print a “store news corner” 
in their advertisements. 


Shoe Merchants’ 
Library 


161 Store Plans 


The latest volume from the publishing 
house of A. W. Shaw Co., Chicago, is 
“161 Store Plans to Win New Trade.” 
This is somewhat along the lines of the 
business books in their well known 
“‘How”’ series, and gives special attention 
to retail campaigns from moving seasona! 
and out-of-season stocks; pushing high 
and low-priced lines; getting more holiday 
business; selling to men, women and 
children, and meeting out of town com- 
petition. To merchants facing rising 
costs, one answer to the problem is in 
getting more sales on about the same 
overhead and this result can best be 
achieved by letting no ideas or oppor- 
tunities go by without careful considera- 
tion. 


News of Shoe Stores 
Everywhere 


Decorated for Shriners 


New Orleans, La.—Many of the local 
merchants of New Orleans decorated 
their stores with elaborate color display 
in honor of the Shriners. Jerusalem 
Temple of the Nobles of the Mystic 
Shrine were hosts to a number of patrols 
from Memphis, Birmingham, Mobile and 


‘Meridian, Miss. upon the occasion of the 


laying of the corner-stone for the new 
mosque of Jerusalem Temple. The D. 
H. Holmes Company and the Maison 
Blanche, big department stores with 
large shoe departments made attractive 
displays. Many other shoe dealers in 
Canal Street and other streets were 
decorated. The laying of the corner- 
stone was preceded by a parade. The 
event took place December 2 and the 
entire city was practically turned over 
to the Shriners. 


Durand-Perry Co. Organized 


Louisville, Ky.—Further developments 
have come out in connection with the 
new shoe department to be opened by 
Besten & Langen, Inc., in the building 
now being remodeled. Edward Perry, 
who for seventeen years has been sec- 
retary-treasurer of the company, has 
withdrawn. Mr. Perry and E. E. Du- 
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They’ll cost you $5.00 elsewhere 


cellent numbers are in our store. 
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The Man Who|\* 
NE Eqs | E 


Our best advice to you is, order while these ex- 


We can get 


no more at the price we quote you. 





GUN METAL 





$470 


No. 500—Men’s Gun Metal Blucher 
and Button, McKay Sewed.. . .$1.70 





GENUINE 


GREY BUCK 


$ 4° 






Women’s Genuine Gray Buck Boots, 
Goodyear Welt, Half Louis Heel. B, 
© am DD WOMB... osc cccccsccs $4.00 








You’ll pay $3.25 elsewhere 


HAVANA BROWN 


$975 





Women’s Havana Brown Lace, Mc- 
WEA TI os keene ic cecuacea $2.75 

















No. 549—Women’s Gun Metal Lace, 


Goodyear Welts, High & Low Heel $2.75 


No. 543—Women’s Vici Lace, be 
Cab. ae Goodyear Welts, High 
Dio cd enka cots RA eees s 

No. 195—Women’s Tan Kid Lace, 
Ivory Top, Low Heel, McKay 
Se ed « «bulges e kee 

No. 175—Women’s Gun Metal Lace, 
McKay Sewed, High & Low Heel. . 

No. 123—Women’s Genuine White 
— Lace, Goodyear Welts, 8% 
SS EPS RO ES Pir er 


2.20 


3.25 








CASE LOTS ONLY 
S. Rosenberg 
The Man Who Saves 
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y|Saves You 15” to 30% 


ees) ESTES ESAs) ESO: SS 


ee eS 


ERE are some typical values which are making this house talked about these days. 
Priced away lower than you can buy them elsewhere in face of a constantly rising market. 
You can sell them at proportionate prices and make money—or mark ‘em still higher 


and make more money. 


Most Jobbers ask $3.75 Priced at $3.00 Elsewhere 


Elsewhere Priced at $2.15 





GENUINE BLACK AND WHITE 


BLACK VICI ——— 
$335 





Women’s Genuine Black Vici 8 inch Women's Black Vici Vamp, with 
Lace, Half Louis Heel, Perforated White Cab. Top, McKay Sewed. A 
Vamp and Front Stay, Goodyear Welt. RmRGNOERS GBB 0.6 6 cc éciicccces $2.60 
aed CWI. 20s ian encd $3.35 




















HEAVY 


TAN GRAIN 





No. 405—Men’s Tan Grain Bluchers, 
A real good shoe for heavy work. 
Full Double Sole.............. $1.80 











CASE LOTS ONLY 


o | 209 Essex Street, Boston, Mass. 
sz, 


3] You 15% to 30% 











No. 20—Men’s Mahogany English 


Bals, Goodyear Welt ........... $3.00 
No. 60—Men’s Gun Metal English 
Bals, American Welts .......... 2.00 


No. 50—Men’s Gun Metal Blucher, 
pe a 


No. 59—Men’s Gun Metal English 
Bals, Rubber Sole and Heel, Good- 
year.. : 1 


No. 807—Men’s | Gun Metal English 
Bals, Goodyear Welts .......... 2.60 
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Are your arrangements all made for visiting the 
trade in the great Eastern Marketin January? The 


HOTEL 
ESSEX 


will welcome you and see that you receive 
attentions which will make your stay at this 
hotel every way satisfactory. 


BOSTON 
MASS. 


Show your samples here. 
Write us relative to rooms and rates now. 


David Reed - - - - - - Manager 
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fF 


Hotel Imperial | 


SHOE STORE 
FURNITURE 


On every piece. To Match Your Fixtures 


Lh 





Broadway and 32nd Street, 


THE HUB OF NEW YORK 


At Herald Square, the radial center of transpor- 
tation to all parts of the city. One block from 
Pennsylvania Station; a few minutes from 
Grand Central Terminal. Subway, Surface 
and Elevated Service direct to the hotel, which 


No. 4061 











The cheapest on the 
market--will outwear 
4 of any $2.00 kind 








is in the midst of the fashionable theatre and 
shopping districts. 


THE C. F. STREIT MFG. COMPANY 
Write for Catalog 1047 Kenner St., CINCINNATI, O. 





HEADQUARTERS FOR THE SHOE 
TRADE 


600 rooms single or en suite 
Single Rooms $1.50 per day and up 
With Bath $2.00 per day and up 


Try our new popular-priced restaurant. 
An innovation in one of Broadway’s 
Leading Hotels. 


Write for booklet giving rates and full 
particulars 


J. OTTO STACK, President 
WILLARD D. ROCKEFELLER, Manager 





TUGDUOUROROOROGQROGGUUORCCORUGOERORGDERRGCOOUGRORURCECRORGRGCORERCGCRUCGQORCRGURORERCCOOUGORUROORORNSOSRRRRORONES 





In the heart of the Shoe and Leather trades 


glarwick Hotel 


St.Louis 


FIFTEENTH AND LOCUST STS. 
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rand, manager of the women’s ready-to- 
wear department of Kaufman-Straus Co., 
have organized the Durand-Perry Co., 
and have leased a four-story building a 
few doors South of the new location of the 
Besten company. The Durand-Perry 
Co., may also carry a shoe department, 
but this matter has not been definitel 
settled. It has not been announced as 
yet as to which line of shoes the Besten 
company will handle. 


Partner Buys Store Interest 


Waterloo, Ia.—Herman ‘Wynhoff of the 
firm of Wynhoff & Hertlein Shoe Co. has 
sold his interest to George Hertlein who 
will continue the business alone. Mr. 
Wynhoff has been in the shoe business for 
15 years starting as clerk for his father. 


Fighting the Approval System 


Buffalo, N. Y.—William Eastwood & 
Son Co., shoe merchants, the Watters’ 
Boot Shop and other members of the 
Buffalo Retail Merchants’ Association, 
are continuing their campaign against 
the abuses of the ‘approval’ system 
that had for many years worked injustice 
upon both the merchants and the public 
here. The concerted effort is meeting 
with whole-hearted co-operation of Buf- 
falo women to whom the merchants are 
making this appeal: ‘Please do not ask 
to have merchandise sent on approval.” 

According to the merchants, the 
“approval” system adds an unnecessary 
burden of expense on all for the benefit 
of a chosen few, does not allow a mer- 
chant to render maximum service with 
lowest prices, limits selection and _ is 
absolutely unsanitary. The local shoe 
men in the campaign give this bit of 
advice to Buffalo women: “It is just as 
easy to decide before you send the mer- 
chandise out as it is after you get it home.” 


New Lighting System Installed 


Buffalo, N. Y.—The shoe department 
and other sections of the William Hen- 
gerer Co.’s department store have a new 
lighting system. New nitrogen lamps 
have been installed. 


Shoes Stolen in Transit 


Three Rivers, Mich.—In a shipment of 
shoes which A. F. Dunigan received 
Wednesday he found a hole in the box 
and two pairs of shoes had been taken out. 
One was a four dollar pair and the other 
was a six dollar pair. Mr. Dunnigan 
states that during the last six months 
he has had more shoes stolen in transit 
than in all of the other eight years that 
he has been doing business. 


Eisenschmidt Sells Out 


St.. Louis, Mo.—Chas. F. Eisen- 
schmidt, who has been engaged in the 
retail shoe business in Guthrie, Okla., for 
twenty-seven years, has sold out to the 


E. L. Compte Booterie, which will con- 
tinue the operation of the establishment. 
Mr. Eisenschmidt will remain in Guthrie 
and has no plans for the future other 
than taking a period of rest which he 
feels that he has earned. The E. L. 
Compte Booterie operates shoe stores in 
fifteen towns in Oklahoma. The mana- 
ger of the Guthrie establishment is N. W. 
Truss, formerly of Alba. 


Instals New Store Front 


Denison, Tex.—The J. W. Madden 
Co., the largest of its kind in Denison, 
has recently renovated their whole store 
with new street facades and windows and 
interior decorations. Theshoe depart- 
ment is separate and has been equipped 
with new shelving and seats. It is under 
the management of W. H. Longmoor. 


Bonuses for Employees 


Buffalo, N. Y.—The shoe salespeople 
of two department stores in Buffalo 
will share with the other employes in the 
distribution of cash gifts in December. 
The Wm. Hengerer Co. on Saturday, 
December 23rd, will distribute $7,000 
in gold among its employees as Christmas 
gifts. Each of the 1300 employes of the 
store will receive a gold piece in his or 
her pay envelope on that day. Every 
employe in the service of J. N. Adam 
& Co.’s department store, Buffalo, since 
January, 1916, will get $5.00 as a Christ- 
mast present. Employees who have 
served less than a year also will be 
remembered. The J. N. Adam Co. 
employs more than 1400 persons and 
about $6,500 will be distributed. 


A Progressive Shoe House 


Dayton, Ohio—The volume of business 
done in Roderer’s two shoe stores is an 
index of the progressiveness of Mr. 
Roderer and his son. Recently their West 
Third Street store was enlarged and re- 
modeled, and new shelving, seats and 
rugs installed. Novelties lead in their 
sales, and prices are reported as easy to 
get. 

Clark-Sawyer Co. Sold 


Worcester, Mass.—Ira H. Morse, of 
Lowell, Mass., owner of a chain of six 
shoe stores in New England, and William 
J. Flannagan, manager of the Clark- 
Sawyer Co., 480 Main Street, have 
bought the business of the Clark-Sawyer 
Co., one of the oldest and best known 
stores in Worcester, secured a lease of the 
Taylor building. in which the store is 
located, and will conduct it as a general 
department store along modern lines. 

The old store name, which has been a 
household word in Worcester more than 
half a century, it is said, will disappear 
with the change of ownership, and after 
the Christmas. holidays and before the 
first of the year a corporation will be or- 
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ganized under the laws of Massachusetts 
to carry on the business. When this is 
accomplished, Clark-Sawyer Co. will 
cease to exist and the I. H. Morse Co. will 
take its place in the ranks of Worcester’s 
commercial life. 

The new corporation will be known as 
the I. H. Morse Co. 

The past 16 years Mr. Morse has op- 
erated a chain of retail shoe stores in 
New England, having opened 18 stores 
within that time. The first was opened 
at Pawtucket, and from that small store 
the chain developed into some of the 
largest in New England. 

Mr. Flannagan came to Worcester 
from Hartford in May, 1915, and has 
since been connected with the Clark- 
Sawyer Co. He was treasurer and later 
became general manager of the store. 

With the passing of the name of Clark- 
Sawyer Co., a business of 55 years will 
succeed to the new owners. The Clark- 
Sawyer Co. was incorporated in 1890, 
with a capital stock of $100,000. 


New Shoe Stores 


A. Rodin, Longton, Kas. 
Cosgrove & Norton, Boston. 


Becker Opens Third Store 


Terre Haute, Ind.—Ben Becker, who 
has leased the building at 507 Wabash 
Avenue, announced yesterday that the 
building will be occupied as soon as 
remodeled and equipped as another 
shoe store. Mr. Becker has obtained a 
long term lease and will occupy the entire 
building. 

Work has started on remodeling the 
front. This will provide a_ vestibule 
twelve feet deep. Orders also have been 
placed for new fixtures and Mr. Becker 
expects to be ready to open the new 
store by the first of the year. 

Mr. Becker opened his first store at 
1105 Wabash Avenue six years ago. Two 
years ago he established a second store at 
Twelve Points. Growing business 
prompted him to seek a larger location 
for another sales room. The East side 
and Twelve Points stores will be con- 
tinued. 


Obituary 


Death of John E. Greene 


John E. Greene, aged 75 years, has 
passed away suddenly at his home in 
Portland, Maine, where he had been in 
the retail shoe business for more than 
fifty years. He was one of the oldest busi- 
ness men of Portland, long prominently 
identified with leading fraternities and a 
well-known figure in the shoe industry of 
Maine. 
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Pure gum, extra thick suction soles. Packed 
in Cartons 











The standard shoe for all expert players. Extra heavy 
uppers without lacing hooks, thick soles with heavy reinforced 
foxing. The rubber used in the soles is of a special quality 
that clings to the floor, making the shoe a necessity for those 
who play the game. 








United States Rubber Company 
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Boots and Shoes 


The Winter started in strenuously at the end of last 
week, and the expected has happened; namely, a 
sudden heavy demand, with a lack of supply. Such 
was not the case everywhere, for most retail dealers 
had on hand sufficient to answer the immediate 
demand. It was the city or near-city shoe merchant 
who was unprepared. There are many dealers who 
are near their wholesalers, who rely on those whole- 
salers to carry rubber stocks for them. They carry 
almost no stock in the store, but as soon as a snow- 
fall arrives, they dispatch an order to their jobbers, 
demanding quick delivery. Then if the retail demand 
justifies, they size up, two or three pairs of a kind. 
They lose sales because of lack of sizes, but consider 
this more than offset by the certainty of carrying over 
no stock to the next season. Such arguments may 
have some weight in ordinary years, but this is not an 
ordinary one. Every dealer who has a good stock 
of rubbers on hand today is to be congratulated. He 
has bought them at a materially lower cost than he 
could buy them after this week, for it is positive that 
prices will be substantially advanced on the first day 
of January. 

This class of customers kept the wholesale houses 
in the big cities hustling on orders. All night work was 
the rule in the shipping departments. Orders came 
by express, mail, wire and phone, and invariably they 
were hurry orders. Not all of these orders were 
filled, however. One jobbing house in this city 
turned down $4000 worth of orders last Monday, 
because they hadn’t the goods. There were orders 
which permitted substitution of styles, where items 
could not be filled and jobbers generally were working 
strenuously to accommodate customers as far as 
possible. 

The forehanded shoe merchants, who ordered early, 
had goods on hand, and this foretaste of a heavy 
Winter has been successfully met. To be sure, many 
of them have not secured all the goods they ordered; 
few have, but they have received 80 to 90 per cent of 
their stocks, and when the whole situation is reviewed 
they have reasons to congratulate themselves they 
are so well fixed. 

Tennis Lines 


Little can be said in the way of news in the tennis 
shoe field. Factories. where these shoes are made 
usually shut down for a week or two at this season. 
We hear of none which propose to do so this year. 


Several will close only for Christmas day, opening . 


for work as usual next Tuesday, and will not close on 
New Year’s day. Every factory is “full up’ with 
orders, and can run their works to complement of 
obtainable help until late Spring, even if they do not 
receive a single additional order. 
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The Rubber Realm “oe Sar 


Soles and Heels 


There has developed such a demand for rubber 
and rubber-and-fibre soles from shoe manufacturers, 
that the leading makers of these lines are chock-a- 
block with orders. We hear of orders for thousands 
of pairs being offered to producers provided they will 
guarantee immediate or nearly immediate delivery. 
The sole departments are running to the maximum 
output, while heels are being turned out by the 
hundred thousand. 

Crude Rubber 

While the market has receded a little, no great 
amount of new business is noted. 

The London market has eased off 1d to 14d, and 
American quotations have followed the decline. 

We quote: Upriver fine, 82c.; islands fine, 80c.; 
upriver coarse, 59c.; islands coarse, 37c.; caucho ball, 
58c. for upper; 55c. for lower; cameta, 38c.; centrals 
and Mexicans, 47 to 50c.; red Massai, 56c.; Guayule, 
39 to 40c.; first latex pale crepe, 85c.; smoked sheet, 
84c. 

Scrap Rubber 

Dealers are very conservative as to selling at this 
season, and collectors likewise. Reclaimers are find- 
ing some difficulty in securing large lots, except at an 
advance from last week’s prices, though dealers are 
unwilling to pay any higher rates for collector’s 
lots. Philadelphia and Buffalo dealers are paying 
$9.50 to $9.65 per hundred. New York and Boston 
dealers offer 9} to 9%c. per pound for scrap shoes, 
and 7c to 7$c. for close trimmed artics. Collectors 
are holding stocks hoping to get 10c. a pound for 
scrap boots and shoes. 

Rubber Notes 

R. W. Ashcroft, advertising manager United 
States Rubber New York, made a flying visit to 
Montreal week before last. 

The scrap rubber division of the National Associa- 
tion of Waste Material dealers held a meeting at 
Hotel Astor, New York City last Tuesday at which 
several trade matters were discussed. The Associa- 
tion held its annual banquet at the Astor on Wed- 
nesday evening. 

The rubber plantations of the United States 
Rubber Co. in Sumatra, Dutch East Indies, are 
developing rapidly. They cover an area over six 
times as large as the island of Manhattan. There 
are nearly 5,000,000 trees, of which about one half 
are now yielding latex. 

Cedric Johnson, for some years cost accountant 
Canadian Consolidated Rubber Co. at Granby, has 
accepted a similar position with the American Rubber 
Co. at the Cambridge factory. His position. in 
Canada has been taken by J. C. Christie formerly 
with the Canadian Pacific Railway. 
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BOOT AND 


A Button Machine that has 


jumped into leadership 


A Machine that is speedy, thorough 
and economical, that you can OWN 
for ONE HUNDRED DOLLARS! 











No Rent 
No Royalty 


With 100 Coils 
of Wire Free! 


No More Button Troubles 


This little wonder-working machine will prove to 
be a small gold mine for the far-sighted shoe-mer- 


chant. Ever ready when needed, it invariably 
solves your button problems. Note the EXCLU- 
SIVE features. 


An Adjustable Button Shute—running buttons of all sizes 
and styles (Milos, pearls and fancies). 

No Tubes—to be mislaid. 

A Double Hopper—with two styles of button ready for use. 
A ae Regulator—Adjustable to make buttons loose 
or tight. 

A Safety Guard—Preventing the scratching of pon tips. 
A Pointer—Showing just where the button will be placed. 


Write Us 


Kelly Button Machine Co. 


Board of Trade Bldg. NORFOLK, VA. 











SHOE RECORDER 








Dec. 23, 1916 








Saves Money 


You employ efficient salespeople 
to wait on your customers, not to 
wrap packages and make change. 


With Lamson Carriers all rou- 
tine operations are performed by 
employees trained for this par- 
ticular work. 


Drop us a card and let us tell 
you what Lamson Carriers can 
do for your store. 


THE LAMSON COMPANY 
Boston, Mass. 








“I design and install 
shoe stores complete. 


Consult an expert—without obligation.” 


CPQocetren 


of 

CALVIN L. GOODWIN CO. 
WORCESTER, MASS. 

MFRS. OF SHOE STORE EQUIPMENT 

































METAL 
SHOE FITTING 
STOOLS 







Write for our jf 
catalog 
and prices 







No. 186 


THE CHICAGO WIRE CHAIR CO. 
f_621 N. La Salle St.._ _ CHICAGO, ILL. 
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How pov Equipment Promotes Efficiency 


The Lessons of Present Day Merchandising Practically Applied in 
Brandt’s New St. Louis Store 


ESS HEN a busy store in a big retail 
centre gives so much of its floor 
area for window display as did 
Brandt’s when rebuilding their store 
at 618 Washington Avenue, St. Louis, 
> it is time for other merchants to 
consider their window efficiency, par- 
ticularly if their street frontage is somewhat restricted. 
Such a window as that illustrated creates the effect 
of a frontage of unusual width, while affording op- 
portunity to do justice to the pretty footwear of 
today. The window shown measures twenty-five 
feet in width and eleven feet in depth. 

The entire main floor of the store, twenty-five by 
one hundred and forty feet, is devoted to the sale of 
women’s boots, slippers, hosiery and women’s foot- 
wear novelties, and the department can seat nearly 
one hundred people. The picture of the store interior 
shows chairs of the modern “opera’’ type, finished 
in mahogany and upholstered in gray plush. 





Connecting Up the Departments 


Just inside the main entrance are two large display 
show cases, while at the right are the stairway to the 
men’s shoe lounging room in the basement, and 





elevator running from the men’s annex to the chil- 
dren’s department on the second floor. 

The men’s department, novel in many respects, 
is an excellent example of the efficient use of base- 
ment space recently advocated in the “Recorder,” 
inasmuch as it assures a highly desirable degree of 
privacy and assists the comfort and convenience 
not only of the men who come in with lighted cigars 
and a disposition to finish them in the process of fitting 
and buying, but also of the ladies and children who 
prefer a less masculine atmosphere. 


‘“*That’s the Idea,’’?’ Men Say 


The method adopted segregates the patrons in a 
convenient and unobtrusive way, and the man casu- 
ally turning downstairs to the “lounging room” is 
agreeably impressed with the atmosphere he enters, 
for here is a real lounging room, as you will see, with a 
writing desk, tables, comfortable settees and chairs, 
rugs, stands, lamps, match boxes and ash trays, and 
if the staff is busy and he has to wait he thinks, 
‘Well, I can wait in comfort anyway, finish my cigar, 
and scan the news.”’ Success is not merely ideas, but 





Exterior and Main Floor of the New Store of Brandt’s, Inc., St. Louis, Illustrating Good Features of Modern Equipment 
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Lawrence Reliability 


All through the stress and strain of an ex- 
perience such as the shoe and leather indus- 
try has never before encountered, we have 
held to the cardinal “LAWRENCE” prin- 
ciple, “LAWRENCE LEATHER MUST 
BE RELIABLE.” 


In our desire to make production keep pace 
with demand we have insisted that every 
foot of LAWRENCE RELIABLE LEATH- 
ER measures up to the LAWRENCE 


standard. 


THE PAST YEAR, ONE OF UNPRECE- 
DENTED PROSPERITY ,HAS OPENED 
A NEW ERA IN SHOE MERCHANDIS- 
ING WHICH HAS PLACED THE 
WHOLE INDUSTRY ON A HIGHER 
PLANE THAN EVER BEFORE. 


161 South Street 




















A. C. Lawrence | L 


B 
































and Resourcefulness 


Though our unexampled production capac- 
ity is extended to its utmost, LAWRENCE 
RESOURCEFULNESS is coping with the 


situation. 











of all the famous LAWRENCE specialties 
at prevailing prices, and are filling the same 
but little less promptly than under normal 
conditions. 


Weare taking orders for reasonable amounts | 


IN EXTENDING OUR CONGRATU- 
LATIONS AND BEST WISHES TO ALL 
SHOE MERCHANTS EVERYWHERE 
WE PLEDGE OUR HEARTY CO-OPER- 
ATION IN FURTHERING THE PROG- 
RESS RECORDED IN 1916 





Leather Company 


Boston, Mass. 
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instead of bows. 


eiily 


Mr. 
Buyer 


E cordially invite you to view our 
W\ exhibition of samples at the Hotel 
Essex, Boston, Mass.,from January 
2ndon. You will be well repaid for calling - 
upon us. 


STYLE 
APPEARANCE and 
WORKMANSHIP 


Characterizes the line of felt shoes offered 
by us for the season of 1917. 

















The proper handling of detail so essential 
to the production of an artistic felt slipper 
has not been overlooked in any particular. 


PRICES ARE INTERESTING! 


Worcester Felt Shoe Co., 


Worcester, Mass. 











The Use of Prong Ornaments 


is fast becoming universal. Many firms, that up to 
this time never used a metal ornament, have found 
our ornaments with prongs for attaching so attractive 
and inexpensive that they have put them on their line 


Our Semi-Automatic Pliers 
for attaching put the “divi” into dividends. 


If you send for samples now, you will have one less’ 
“good resolution” to make January first! 


THE METAL PRODUCTS CORPORATION 
PROVIDENCE, RHODE ISLAND ) 


Learn Chiropody 


Earn up to $5000 per Year 


HOE salesmen have the best quali- 
~ fications for learning the chiropod 
profession because of their tamil. 
iarity with the feet. Many former shoe 
men are now professional chiropodists, 
with possibilities for earning up to 
$5000 per year. The same chances are 
yours, for the field is undeveloped and 
uncrowded. 

_ The course is easy and requires only 
eight months to complete, and you can 
earn your = through Bg om in 
the Chicago shoe stores. e have ob- 
tained suc sitions for other students 
and will be glad to do the same for you. 


Our course is most complete in 
every detail, and upon yous graduation 
you will receive a diploma conferring 
upon you the degree of D. S. C. (Doctor 
of Surgical Chiropody). 

Graduates are prepared to pass any 
state board examination. 

New classes forming now for January 
2, 1917. Send for literature. 


ILLINOIS COLLEGE OF CHIROPODY 
1321 N. Clark St. 
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CHICAGO, ILL. 
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Brandt’s Children’s Department on the Second Floor, and the 
Men’s Basement Lounge 


the working out of an idea, and if the application of 
this idea to the improvement of store service brings 
customers back again and yet again, you will have 
the chance to demonstrate that “‘repeat’’ sales cost 
you less than a new customer costs; and thus, by re- 
ducing overhead, the profit margin can be widened 
without increasing retail prices. Examine the picture 
again and see how the difficulties of posts, pipes and 
irregular walls were overcome if you think your own 
basement cannot be turned to profitable use. 


Selling Shoes to Children 


The children’s department on the second floor is 
conveniently served by elevator service both from 
the men’s basement lounge and from the main floor. 
This department is carpeted in gray, and the general 
seating consists of an attractive type of leather up- 
holstered, mahogany chairs. One feature consists of 
little chairs elevated on a stand so that the salesman 
can stand and fit the little tots. Each chair has a 
chain which can be fastened up and thus relieve the 
parent of the task of holding up the children while 
being fitted. 

A unique feature of this department is the rest 
room, equipped with white wicker chairs, settees, ta- 
bles and desk. 

The shelving here is only ten rows, each two cartons 
high, above which comes a varied string of toys backed 
by attractive panels. 


Special Equipment Features 

In equipping the new store, Brandt’s followed the 
modern idea of eliminating the old fashioned shelf 
around the wall cases. The shelf means ‘‘deadwood”’; 
deadwood means disorder; disorder means lost time, 
mislaid stock, lost sales and decreased selling effi- 
ciency. All these things mean a loss of money that can 
readily be avoided by attention to the little equipment 
features of the store. 

When you have attracted the public by your great- 
est show case, the window display, have you en- 
hanced its impression of your store, and its desire 
to own a part of your stock, by proper showcase 
display within the store? Look over these Brandt 


“THE GREAT NATIONAL SHOE WEEKLY” 55 





illustrations and you will see that no opportunity is 
lost in making showcases help tell the story. Anything 
that tends to increase sales and prestige is a good in- 
vestment, rivaling in productiveness let us say your 
lucky shot on stock market, “war babies,’’ with none 
of the attendant risk. The big merchants realized 
this quite a while before they became “big merchants,”’ 
and they are keeping to the policy of progress that 
secured their business success. 

The cost of the lighting equipment in use bears only 
a slight relation to its efficiency. The improvement 
of store lighting generally is distinctly worth while, 
and should never be undertaken purely on a price 
basis, without regard to the type most efficient for 
the conditions in the store. Consider first proper 
distribution and the elimination of shadows, and when 
the new lighting system is installed you will have no 
‘‘comeback”’ on the fixture house. 

That Brandt’s realized that good ventilation and 
customer-comfort go hand in hand is shown by the in- 
stallation of electric ceiling-fans in the basement lounge. 


Store System and Service 

A point that will be noted in the illustration is the 
balcony office in the rear of the main floor. To the 
cashier comes the cash and sales slips through the 
pneumatic cash carrier system in use. The stations 
in this system are ample to cover all departments, 
and each is located over a wrapping table and behind 
a showcase, thus focusing again the customer’s at- 
tention on showcase specialties, and availing of floor 
space and the salesman’s time to the best advantage. 
The salesman’s time is also conserved by the width of 
the aisle on the main floor, which avoids interference 
by diverting ‘‘traffic’’ from in front of the seats to 
one main stream down the centre. 

“Efficiency” is a much-abused word, often talked 
about, less often practised; but if every merchant con- 
siders it as Webster defines it, ‘‘the quality of produc- 
ing an effect; efficient power or action; economic pro- 
ductivity” and applies this definition to his every act 
and department of business, then the benefits of 
efficiency will be demonstrated in the good results 
that follow. 
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C. & R. shoes are made with mechanical 
precision. You'll find quality and work- 
manship uniform. An order today can 
iH . be duplicated months from today, with 
the same honest values. 


| CHESLEY &~ RUGG 


Men’s and Women’s Turn Slippers 


HAVERHILL, MASS. 


New York Office: W. B. Wynns Boston Office: 
Marbridge Bidg., 34th and Broadway 89 Bedford Street 
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In Centers of Shoe Manufacture + « +¢ 


MARKETS—-STYLE DEVELOPMENTS—NEWS 


ST. LOUIS 


Trade Tendencies 


Some very sharp weather with the thermometer in the vicinity 
of the zero mark gave new impetus to the retail shoe business 
during the past week and demand was heavy for seasonable 
goods and novelty footwear, while the Christmas demand was 
decidedly brisk, the volume of trading being again in the record 
breaking vicinity, if not actually ahead of any previous similar 
period. The call for the best type of novelty goods continues 
strong with every evidence of ability to pay the advanced prices. 
No marked change in the style trend of the demand is reported. 

The manufacturers and wholesalers are making extraordinarily 
heavy shipments and the indications are that December will, in 
many instances, go down as the record-breaking shipment month 
of the year. This is the inventory month and in consequence 
the activities around the plants and the shipping departments 
has been accentuated to the maximum degree, but the work has 
been so organized that shipments have not been interfered with, 
while the factories kept up operation contrary to the general 
practice of shutting down for a couple of weeks at this period. 
There is little likelihood that there will be any vacation period 
as the business in hand is of such a character and in such volume 
as to demand operation to the fullest capacity for some time to 
come. 

In the matter or orders there seems to be some indication that 
the peak has been passed but this does not mean that the ag- 
gregate of business will not be very heavy for some time to come. 
However, it is getting to be the general belief that between high 
prices and heavy buying with consequent large stocks the 
saturation point is approaching and that future buying will have 
less of the hysterical demand character. However, the manner 
in which collections are keeping up above the normal percentage 
makes the manufacturers and wholesalers feel very comfortable. 


W. F. Creel Marries 


Wylie F. Creel, vice-president of the Lund-Mauldin Shoe 
Company, and Miss Mary Belle Stewart were married at Mar- 
tinsburg, W. Va., last week at the home of the bride’s mother, 
Mrs. William T. Stewart. The bride’s father, up to his death, 
was president of the Old National Bank of Martinsburg. Only 
the immediate friends and the families of the bride and groom 
were present. After the wedding ceremony Mr. and Mrs. 
Creel departed for St. Louis, where they will make their home at 
the Washington Hotel. Mr. Creel, before participating in the 
formation of the company of which he is an officer, was one of 
the leading salesmen of the Roberts, Johnson and Rand Branch 
of the International Shoe Company. 


Shoe and Leather Club Officers 


The completion of the election of officers of the Shoe and Leath- 
er Club, which was interfered with by declinations of some to 
serve has placed the management of the affairs of the club for 
1917 in the hands of these gentlemen: President, A. A. Tilden, of 
the Belcher Last Co.; L. Whitcomb, of the Dunbar Patter n Com- 
pany, vice-president; directors, F. W. Blelock, J. J. Scannell, W. L. 
Dunbar, E. F. Beach, J. H. Bentzen, George Michaels, W. P. 
Mason, P. O’Brien and D. C. Foley. The other officers remain 
as reported recently in “The Boot and Shoe Recorder.” 


F. Jackson With J. S. & S. 


The Johnson, Stephens & Shinkle Shoe Company, which is 
extending its operations as fast as its factory force and selling 
staff can be increased, has acquired the services of F. Jackson 


who has been covering New York: for the International Shoe 
Company. Mr. Jackson will cover Pennslyvania, Maryland, 
Virginia, West Virginia and the District of Columbia with the 
company’s line which is being handled by large retail stores and 
departments in the larger cities. 

In referring to the increased capital of this company in the 
“Recorder” of Nov. 25th, the addition of three zeros made. the 
figures read millions instead of thousands. The original 
Capital stock of $75,000 has been increased to $100,000. 


Shoe Leaders Honored 


The nominating committee of the Business Men’s League of 
St. Louis, which recently selected the candidates for the offices 
for 1917 has chosen George W. Brown for second vice-president — 
and Henry W. Peters for membership on the executive committee, 
both widely known in the shoe business, the former as head of 
the Brown Shoe Company and the latter as head of the Peters 
Branch of the International. The election will take place in 
January and there is no opposition expected. 


A Shipwrecked Leather Cargo 


By the sinking of a river steamer carrying freight to Cape 
Girardeau, Mo., recently the International Shoe Company, 
which has a plant at that place, lost about $25,000 of leather. 
Efforts to recover it saved a considerable proportion, but a great 
quantity floated away. About $2,500 worth was found last 
week in a second hand shop in St. Louis where it had been taken 
by river boatmen who had rescued it from the river, but failed 
to turn it in to its owners. The stock was replevined. 


Factory and Trade Notes 


The Lund-Mauldin Shoe Company, which has been extending 
its factory capacity, has also extended its field materially in the 
recent past and now is entering the foreign field, with an 
export order the past week of $18,000 on two shoes only. Other 
orders are expected from the same general source. The com- 
pany’s domestic business is also increasing, one single order from a 
California retailer received during the week being for 900 dozens, 
while vice-president B. White Williams took a similar order from a 
merchant in a Southeastern city recently. 

A change has taken place in the recently organized shoe firm 
of Jones & Meyer, handling infants’ soft soles for the city trade. 
The interest of E. Meyer, junior partner, has been purchased 
by E. J. Moran, who will look after the selling end of the business 
and also buy materials, while Mr. Jones will look after the 
manufacture. 

The Ettelbrick Shoe Company, which has had its factory for 
soft soles at 325 Locust Street has removed to 915 Switzer Street, 
in North St. Louis, having increased its factory capacity there- 
by. It will manufacture 1,000 pairs daily of infants’ soft soles 
and will also install equipment for the manufacture of misses’ 
and children’s McKays. It will manufacture for both the 
jobbing and the retail trade. 

The retail shoe stores and departments are feeling the skating 
fad, in the demand for skating footwear. High cut boots de- 
signed for this use are in good sale and the opening of a large 
artificial ice rink has given the impetus needed to make a fad 
of the sport, much to the satisfaction of retailers who put in 
skating boot stocks. The others are catching up, having sent 
in rush orders to meet their needs. 


H. G. Johansen Goes East 


Harry G. Johansen, Vice-President of Johansen Bros. Shoe 
Company, manufacturers of women’s shoes, St. Louis, has 
started East to visit the principal leather markets and tanneries 
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with a view of getting closer in touch with the real situation of 
leather conditions. There is more difficulty in getting delivery 
on orders than in placing them, and Mr. Johansen will devote 
more time to securing shipments than in buying. 


LYNN 


The White Specialty 


White shoes are the chief specialty in Lynn factories these 
days, and soon will be the chief specialties in retail stores. The 
variety of white shoes is greater than ever, a fact that merchants 
may absorb profitably, for it proves that white shoes are here to 
stay, and that many types of them may be developed. 


Refinement of White Shoes 


White shoes are being refined, too. For example, the sales 
manager of a leading Lynn firm says: 

“Do not speak of white canvas shoes for 1917, for if you do 
people will be expecting shoes at 80 cents a pair, which was the 
price of white canvas oxfords, when they were popular years ago. 

‘Speak ‘of white fabric footwear. That refines the name, 
and it suggests a new class of footwear, commanding a higher 
price, and really worth more.” 


Refinement of Edges 


Greatest improvement in white footwear for 1917 will be 
refinement of edges of heels and soles. ‘‘White blacking”’ is used 
for this. The title isa misnomer. But it’s expressive. ‘‘White 
blacking”’ refines the edges of white shoes, the same as black 
blacking refines the edges of black shoes. Most ‘‘white black- 
ings” are burnished with a hot iron, making a firm, clean edge. 
Others are just brushed on. 

These “‘white blackings’”’ may be applied to edges of fibre, or 
rubber soles, to give them a fine finish. When used on ivory 
soles, they give an alabaster finish. 


Economy of Making White Shoes 


Manufacturers used to think it cost more to make white 
shoes than to make black shoes, because they had to cover the 
white shoes, and to to other unusual expense. But T. J. Kiely 
Co. is demonstrating that white shoes can be made economically. 

One thousand pairs of black shoes were made daily in the Kiely 
factory two years ago, and the production was considered large. 
These days 1800 pairs of white shoes are made every day, and the 
Company has not one foot more floor space than it had two 
years ago, although it does have a few more machines and more 
operators. 

It has increased its factory production by making a specialty 
of white buck footwear. There’s nothing but white footwear 
from the cutting room to the packing room. The shoes are made 
on a limited number of lasts. ; 

By handling the same stock day after day, and using the same 
patterns day after day, the shoemakers gain unusual speed and 
accuracy, and increase their daily production. For example, a 
shoemaker working under the old system of changing from one 
leather to another, and from one last to another, earned $18 a 
week. Working under the new system, of handling just one 
grade of shoes day after day, he earns $25 a week. His price 
list hasn’t changed. Simply he has increased his daily pro- 
duction. 

Shoes Are Much Wanted 


A wholesaler, visiting Lynn last week, succeeded in buying the 
entire stock of floor goods of a certain firm, taking not merely 
the stock shoes that are steady sellers, but the returned goods, 
and even the cripples. Indeed, he cleaned the room as bare as 
Mother Hubbard’s cupboard. 

An order for 500 cases of white shoes was refused, the manu- 
facturer figuring that it would require 50,000 feet of white kid 
leather, and he can obtain but 5000 feet at a time. An order 
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from Russia for 45,000 pairs of shoes also was refused. A buyer 
from Denmark, visiting Lynn, offered higher prices for shoes 
than New York merchants are paying. An order from Australia 
called for solid leather shoes, agreeable to terms of the Aus- 
tralian pure shoe laws. The manufacturer figured they would 
cost, in McKay grades, $3.25 a pair. 


Concerning Leather Supplies 


Between 70 and 80 per cent of the leather cut in Lynn is kid. 
Calf leather is so scarce that it is a luxury. More white buck 
leather is being cut than ever. India leather jumped to 80 cents 
a foot, because of an abnormal rise in prices of India skins, 
tanned but not finished, in London market. Sheep leather 
went to 36 cents a foot. The large percentage of kid leather cut 
in Lynn is a sign that kid shoes for women will be leaders in 
retail stores. 

Some North Shore Notes 


A number of shoe workers in Lynn shops have earned $1000 
or more this year. 

A. E. Hubbard & Co., Lynn, are sending leather to Greece, 
where a modern shoe shop, equipped with United Shoe Ma- 
chinery Co. machinery, has been started. 

Peabody tanners have cut down very much their production ° 
of leather for the belt, bag, bookbinding and novelty trade. One 
tanner explains this trade offered him 12 cents a foot for his 
leather, and the shoe trade offered him 25 cents, and he naturally 
sold to the shoe trade. 

Allen, Foster, Bridgeo Co. are showing handsome samples of 
white shoes for Spring and Summer. 

David Nason is to go to Australia to buy skins for Helburn 
Leather Co. 


NEW YORK CITY 


Rubbers and General Lines 


Snow during the past week caused no little excitement in the 
minds of retail shoemen because of the shortage of rubbers, 
especially those intended for wear with high-heeled shoes. 
Shipments have been delayed or incomplete even when orders 
were placed in the Spring, and a great many of the distributing 
houses have declined to take advance orders for rubbers for the 
past three months, knowing that it would be next to impossible 
to get the goods to fill them. 

The reserve supplies in those wholesale establishments carry- 
ing rubber goods are also somewhat slender, and these stocks 
are being husbanded by the wholesale houses so that retail 
customers placing emergency orders now are getting but a por- 
tion of the goods that they want. 

Outside of the rubber situation, business in the retail shoe 
trade has been divided between regular lines and the sale of those 
goods especially suited to holiday buying. The bulk of holiday 
business has been very satisfactory in all lines and of this the 
shoe trade has received its share. 


About Overgaiters 


The Solo Shoe Company specializing in stitch downs and 
overgaiters, report that the demand for overgaiters continues 
very strong, especially in champagne and grays. There has 
been, according to their experience, a demand that has sprung 
up almost over night for men’s overgaiters in colors. Fawn 
is the principal one, although there is some call for brown and 
gray. These are mostly wanted in the better grades of box 
cloth and because of the suddenness of this demand it is some- 
what difficult tp secure a sufficient amount of stock to take care 
of it. In this men’s line there seems to be no increase in the call 
for black, which after all is strictly staple, and has always had 
and continues to have a reasonable but not especially large sale. 

The showing of novelties in stitchdown shoes, such as the 
colored top lines, white sole and white welted shoes, patent 
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EMBOSSED DESIGNS 


IN COLORS ON SHOES 
NOW IN VOGUE 







Approved by the Most Conservative Trade 


Extraordinary artistic designs, 
with rich and sombre colors beau- ’ 
tifully blending, produce novel 

effectson leather and fabric, which \ 
excel everything in bootdom. 


It is now possible to decorate uppers 
and vamps with your own designs, 
thus securing the exclusiveness and 
distinctiveness so advantageous in 
selling. 

Over 70 shoe manufacturers are now 
selling shoes with our embossed design. 


THE UTLEY Co. 
95 Suffolk Street, 
| HOLYOKE, MASS. 


Samples always on display at Our Boston Office, 207 Essex St., R. 307. 
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| 


i MEANS BETTER OUTDOOR SHOES 
iI In addition to our regular line of service 
i shoes built especially for the farmer, lumber- 
man, miner and sportsman, 
we have shoes designed for 
winter sports — ski mocca- 
sins---snow shoe moccasins--- 
i and our new ‘Pac’ Boot 
built on the Moccasin pat- 
i tern, with a close fitting in- 
( step, and broad toe room for 
i heavy stockings. 























i} Write us 
ti 


No. 1551—Men’s Velour Calf Blucher. In Stock— 

ice £“BASS SHOE” f h BASS 

Here is a 8 or men who want 

fi comfort, reliability and service in a lightweight shoe. HIGH CUT RANGELEY MOCCASIN 

fi It is a good fitter, with plenty of toe room. Good- No. 683—Black Chrome Upper, 9 inches high, Single 

year Welt. Waterproof Sole, Low Broad Heel. Sizes in stock, 
5 to 12, EE. Made to order, 5 to 12, E, F. 


| 1865 G. H. BASS & CO., WILTON, MAINE 1916 
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leathers and the like, is very strong in the Spring orders, and 
it is quite evident that this class of merchandise will be a con- 
siderable factor in the coming Spring business. 


In Dressing Lines 


While business is slacking up a little on account of the holidays, 
the showing made for December in sales is considerably ahead 
of that for the corresponding period of last year, according to 
one of the people of the Griffin Manufacturing Company, man- 
ufacturers of shoe dressings. Large buyers, department stores 
and the like have been placing orders only in sufficient quantities 
to carry them over until the first of the year, after which they 
anticipate a considerable increase in orders. Of the lines most 
in demand at the present time, it is stated, the powder dressings 
for suede leathers still continue to lead. These are wanted 
chiefly in the grays and browns, although other colors are also 
being called for. There is a slightly lessened demand for the kid 
creams. On the other hand the showing of sales in white dress- 
ings marks a considerable increase, and is evidently in prepara- 
tion for the business of the coming Spring. If this may be 
taken as a guide, the retail trade evidently anticipates a tre- 
mendous demand for white footwear. White dressing, intended 
for white kid, shows more strongly in immediate orders, but for 
the advanced Spring business there is a marked preponderance 
in the dressings intended for buck and fabric stocks. 


Buyers Holding Off 


According to Mr. Rubin of the Oriental Shoe Company of this 
city, the matter of getting the advances which are required 
because of present market conditions is one of no small size. 
The effect of this is largely, he feels, that the retail trade is selling 
what they have wherever they can, rather than buying any 
considerable quantity of goods now. They prefer to wait as 
long as possible to see if prevailing prices may possibly weaken. 
While this does not look good from the point of immediate 
sales, it does have the advantage of clearing up any retail stocks 
that may be too heavy. 

So far as present buying is concerned, Mr. Rubin said, that 
there was quite an active call for satin evening slippers, es- 
pecially in white and pink. The demand for black is not as 
heavy as for the two colors previously named. 


Big White Season 
From the way the retail shoe trade is buying white dressing, 
white laces and white findings for shoes generally in the ex- 
perience of the International Shoe Supply Company of this city, 
the coming Spring will be probably the greatest white season 
ever known. At least Emil Unger of that house said afew days 
ago that is the way the trade generally is talking and feeling. 


Distribute Bonus Checks to Employees 
McElwain-Morse and Rogers has this week distributed bonus 
checks to every employee. All those who have been in their 
employ six months or over received 10 per cent on their six 
months’ salary. Those who have been there less than six 
months received gold pieces according to the length of time 
they have been with the company. 


PHILADELPHIA 


For the Holidays 


The present one, which has been the last week for holiday 
buying, has been a very active one in novelty goods. While 
the shoe trade does not have the opportunities for capitalizing 
holiday business possessed by some other lines, as a whole, it is 
very well pleased with the showing that has been made. 


About Leather Stocks 


The plant of the Keystone Leather Company, Mr. Chas. G. 
Schmidt of that concern said a few days ago, is being kept very 
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busy at the present time in an effort to make up stock with which 
to take care of the multitude of officers that are on their books 
and to compensate for the delays caused by labor differences, 
which have now been overcome, but which for a considerable 
period curtailed the production of the plant. 

In discussing the trend of demand in leathers, Mr. Schmidt 
said that he is quite well satisfied that patent leather is coming 
back strong. Of course the difficulty of getting light material 
particularly in colt is great, since the main Russian supply has 
been entirely cut off but there are hides taken off outside of 
Russia, and while the individual imports of these are small, in 
the aggregate they come in to a considerable volume. As a 
result there is some colt skin that is being made up beside the 
side leather and kid that is used in patent stock. In view of the 
present situation, there is every evidence of continued activity 
for a good while to come, and possibilities for an almost un- 
limited expansion of production, if such be desired. Present 
costs of raw stock, however, make it questionable as to whether 
business should be greatly expanded until there is some change 
in this connection. 

Fabrics in Shoes 


A feature of the early Spring delivery orders of the Geo. H. 
West Shoe Company is the predominance of white. In these 
white shoes there is a large proportion of fabrics shown along 
with the white leathers. This tendency toward canvas and 
duck so far as the Summer season is concerned, if as is anticipated 
white shoes will be a big feature, will do a good deal toward 
relieving the leather situation, but the use of fabrics is not 
likely to wait the coming of the Spring business, because there is 
a steadily growing inquiry for cloth tops in shoes for the latter 
Winter demand. 

The sales today show a great many colored suede boots and 
suede tops, as well as brown kid and combinations of kid. 


In Findings Lines 


Up to now, the lines of crocheted slippers, lamb’s wool soles 
and other shoe accessories have been very active stocks with the 
findings and shoe store supply house of P. P. Lagomarsino & 
Company. Along with these specialties the general lines of 
findings have been moving very freely, which means that busi- 
ness as a whole has been very active. Orders show a need for 
white dressings and white overgaiters, and these items have 
been especially active sellers for the past several weeks. A 
feature that may be indicative of a style tendency, is an in- 
creasing demand for buttons, both in the staple and fancy 
sorts that is pretty general, especially in the gray and brown 
colors. 

Winter Styles 

At the factory of Ziegler Brothers it was stated a few days 
ago that a good many immediate orders are still coming in and 
all indications are for a greater percentage of cloth tops. Light 
and fancy colors, but in solid material without design, are the 
stocks upon which the greatest interest centers. Both patent 
leather and bright kid are called for in the vamps. Patterns 
wanted in these goods are mostly of the plainer sort, although 
there are some perforations and tips in the shoes wanted. There 
is some variety in tops. Slant tops from the back forward, 
wave tops and the like afford some variety in these goods. There 
is of course a wide variety of patterns now being called for, but 
it is the belief of the people of the house that the swing generally 
is toward plainer and richer effects, and that this will become more 
evident as we advance into the Spring season. Eight and eight 
and a half inches are the most popular heights in the orders that 
are now being received both for the present and the Spring 
season, and it is quite probable that these will be about the 
standard, although it may be that boots will go higher later on, 
a prospect that is not so serious to contemplate if cloth becomes, 
as is anticipated, so popular in shoe topping. A larger pro- 
portion of button shoes being ordered than has been true in the 
recent past, which is an interesting feature in connection with 
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Stock No. S 523. Unbranded Gun 
Metal Bal., Mat Top, Ritz Last, 
Single Sole, 8-8 Broad Heel, A, 7 to 10, 
B, 6 to 10,.C & D, 5 to 10. 


Price $4.25 


Brown Cordovan Bal | 
(Unbranded) 
Stock Style S 522 


Brown Cordovan Bal, Cordo Calf Top, Ritz Last, Heavy 
Single Sole, 8-8 Broad Heel. A wide, sizes 7-10; B wide, 
sizes 6-10; C and D wide, sizes 5-10. 

$5.50 


17 LINES CARRIED IN STOCK 17 
——-REQUEST CATALOG—— - 








Stock No. S 524. Unbranded Gal. 4. 
Russ. Bal., (Mahogany Shade) Ritz 
Last, Single Sole, 8-8 Broad Heel, 
A wide, 7 to 10, B wide, 6 to 10, C & 
D, wide 5 to 10. 

Price $4.50 
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MEN’S FINE SHOEMAKERS rr 
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BOSTON CHICAGO 


NEW YORK 
60 South St., Rooms 63-64 


401A Flatiron Building 


Address all Communications to Brockton (Campello) Mass. 


35 Seuth Dearborn St., Room 406 
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the Spring business. A good deal of work upon Spring orders is 
now going through the factory, and shipment of these goods 
will begin around the first of the year. 


Notes 


Geo. Grieb of the Grieb Manufacturing Company spent the 
past week at the recently acquired plant of the company at 
Palmyra, Pa. watching the development of that factory. It was 
stated that the present output of the plant has been raised to 
around 1000 pairs of children’s turns per day, and arrangements 
are being made to still further develop it until an output in the 
neighborhood of 1500 pairs will be possible. This is expected 
to be attained sometime in the early part of the coming year. 
J. F. Lauck has become identified with the Palmyra plant. 

Messrs. Wm. H. Weimer and John Harris of Weimer, Wright 
& Watkin Company have been for the past several days in the 
East going over market conditions and buying stock for the later 
Fall and Winter season that had not been secured previously 
and generally getting a line on market conditions. 


Philadelphia Shoe Travelers to Join The National 


Action was taken at the meeting on Saturday of the Phila- 
delphia Shoe Travelers’ Association looking toward affiliation 
with the National Shoe Travelers’ Association. 

Following a discussion of the matter lead by Vice President 
Earle, and Paul Lippincott who spoke for non-traveling mem- 
bers, the motion was adopted unanimously. 

The matter of providing a suitable income to cover this per 
capita tax required for membership as well as to finance the 
local organization, was also brought up and after a considerable 
amount of discussion chiefly concerned with the proper method 
of procedure in the premises, the committee on constitution was 
instructed to draft an amendment providing for increased mem- 
bership dues, which is to be submitted to the membership to be 
voted upon at a called meeting set for December 30th. at one 
o’clock at the established headquarters of the organization, 
The Hotel Bingham. 


CINCINNATI 


In the Retail Field 


With the thermometer playing down around the marks be- 
tween zero and twenty degrees, local shoe merchants are re- 
porting that a general increase in sales on heavy footwear is 
noted. It is observed by those handling men’s footwear that sales 
on tans are decreasing and that there is an exceptionally good 
volume of blacks moving. However the genuine cordovans which 
have been in such great demand this season continue to be fine 
sellers for those merchants who have been lucky enough to get 
them. Those styles in men’s lines that have lately been the lead- 
ers are noticed to be mostly in gun metals, plain toes and heavy 
soles. 

Ladies’ boots in Cincinnati are amongst the best sellers, are 
leaning towards the plainer styles and more moderated colors. 
Plain black kids have recently been the most popular sellers. 
In the higher priced lines buck has been in great evidence. As 
reported by many of the leading shoe merchants here the women 
are tending away from the exceedingly fancy styles and colors 
that were seen so much in the Fall. 


Royal in New Quarters 


The Royal Shoe Company formerly at 1232 Vine Street has 
recently moved into new quarters at 1211 Vine. Their new store 
is quite an improvement over their old, having more room, more 
light, and entirely new front and show windows. 


To *‘Save the Zoo”’ 


The Potter Shoe Store heads and employees were very suc- 
éessful last week in a minstrel given by themselves on the second 
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floor of their store, for the benefit of the ‘Save the Zoo Fund.”’ It 
was noted with special interest that among the employees there 
was a number that not only knew how to sell shoes but that 
knew the fine arts of music. After the show there was a general 
dance for employees and their friends. 


Returns From Boston 


Mr. E. K. Woodrow, manager of sales and advertising for 
Krohn-Fechheimer Company returned the first part of last 
week from Boston where he attended a convention of the As- 
sociation National Advertisers. 


Boots vs. Low Shoes 


Now that all of the traveling salesmen for the local shoe 
factories are again home from their recent selling trips to all 
parts of the country, a recapitulation of their bookings of orders 
shows, according to some of the more prominent concerns in 
this market that the shoe merchants on the whole, have placed 
orders for footwear in a proportion of 80 per cent boots and 20 
per cent low shoes; this ratio holds good for the northern part 
of the country, while in the southern section, the traveling sales- 
men indicate the reverse ratio is correct. It therefore, seems 
certain that high shoes will be a big seller throughout next 
Spring and Summer. 


Manufacturers are not hesitating to predict that there will be 
a strong demand after February Ist for low shoes, this demand 
coming from shoe merchants who have thus far hesitated to 
book their orders for same in advance, and the traveling sales- 
men predict that the mid-Summer season of the coming year 
will show a demand for white footwear that will exceed even 
that of the past Summer. 


Sport Shoe Demand Expands 


The demand for sport shoes, either of white or on the basis of 
white cloth or leather, with trimmings of other color, has grown 
to comparatively larger proportions than any season heretofore. 
The extent of this demand, especially in women’s shoes, is evi- 
denced by the fact that the number of manufacturers of men’s 
footwear who have made up samples of women’s sport shoes 
and gone after this business, has doubled during the past six 
months. As a result of the manufacturers of men’s shoes going 
after this class of women’s footwear business, sport shoes are 
now found in all the grades of shoemaking, with the better and 
finer grades being produced by the men’s shoe factories. The 
latter are able to give this class of footwear a mannish appear- 
ance and to put a grade of shoe craftsmanship into same that 
gives them a distinctive appearance. The shoe stores are find- 
ing it just as easy to sell this grade of merchandise from $7.00 
to $15.00 a pair as they do in the case of dress footwear. 


New Year Production Prospects 


On the whole, the shoe factories are reporting as large a volume 
of business not only in pairs of shoes sold, but also in dollars and 
cents as a year ago, and in many cases, especially with the large 
shoe factories, there is an increase in business. 


The increase in price of shoes has caused many merchants 
to buy less pairs, although they have placed the same dollars 
and cents volume of business with the manufacturers. If on the 
whole there is a 20 per cent decrease in number of pairs of shoes 
that will be made for next Spring and Summer by the shoe 
factories in this country, their capacity for taking additional 
business during the early months of the coming year for Sum- 
mer delivery, will make it possible to take care of the additional 
call for low shoes which is expected to materialize after the shoe 
dealers have taken stock in January. At that time they 
will know where they stand as a result of the year’s business, and 
will also know what their requirements in the way of additional 
low shoes will be. 
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i Constructed of the best procurable materials 


and by the most skillful workers 


Rosenwasser’s 
U. S. Army Shoe 


is highly durable, smart looking and 
comfortable. 

Made on the Munson Style Last 
theresult of scientific study and experiment 
by surgeons of the United States Army. 
This exceptional shoe meets all the re- 
quirements of men in civil life—it is 
dressy in appearance, easy and practical 
for all purposes of ordinary wear. 

More than 600,000 pairs have been sup- 
plied to foreign governments. 

A quick seller—and one that every live 
retailer ought to stock. Write for infor- 
mation to 


Rosenwasser Bros., Inc. 


FACTORIES 


Long Island City 
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The most widely circulated book ever 
printed for the shoe trade is the 


Shoe and Leather 


Lexicon 


(Copyrighted and All Rights Reserved) 







Now in its THIRD edition, enlarged and | 





} revised, and printed from new type. Two | 






| big editions went rapidly, and it is still } 






s selling fast, for it is a book that every § 






seller of shoes will value for reference or } 





} extended study. It is a recognized au- [ 





thority in the trade, because of its de- 






y pendable accuracy. It is compact, concise, 






7 pocket size, not a word wasted. Price, 40 § 






j cents a copy, postpaid, or three copies to f 






} one address for $1.00. Every member of 






every sales force ought to have a copy. } 






¥ Send check (or stamps) with order to § 






4 Book Dept., Boot and Shoe Recorder, 






179 South Street, Boston. 







Same style of binding, same price, same 


useful completeness, our booklet on 





“Shoe Fitting” 









Mix your order, if desired, part “Shoe 
) Fitting,” part “Lexicon,” at the dollar rate 
above quoted. 
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CHICAGO 


Styles at Mandel’s 


Regardless of the higher cost of footwear Chicagoans are 
buying lots of shoes according to Mr. Bamburger of Mandel 
Bros., Chicago. He has just returned from the East where he 
has been selecting footwear for Spring. 

Amongst their showing of distinctive evening slippers is the 
“Roman Cross” which is a black satin slipper elaborately 
beaded in steel. Its name is due to the fact that the central 
figure in the design is a Roman cross. Another exclusive model 
is of white kid with a design of irridescent sequin beads. They 
are also showing a high boot of gold cloth as well as many other 
entirely individual styles including all white kid and satin 
boots and slippers and a smart model in all black satin with a 
white heel and a white bow. 

It was noted that the street shoes are much the same as they 
have been during the past season. The demand for extreme 
novelty shoes seems to be very strong and very smart shoes are 
shown in tan, white and various combinations, many of which 
have kid and buckskin tops. 


New Emerson Store 


A new shoe store will be opened at 10 S. Dearborn Street, 
Chicago by the Emerson Shoe Co. of Rockland, Mass. 


Opinion on Leather Prices 


E. F. Selz, second vice-president of the Selz, Schwab Shoe 
Co., Chicago, says: “If peace is restored it will have a wonderful 
effect on the leather trade. Prices are sure to be lowered es- 
pecially on raw materials. The price of shoes has not advanced 
as rapidly as prices in leather but both will drop materially.” 


Spokane Delegation Expected 


Charles Petterson, treasurer of the O’Donnell Shoe Co., 
St. Paul, Minn., returned from Spokane, Washington last week, 
where he attended the Spokane apple show with other St. Paul 
business men. Mr. Patterson said a large delegation of Spokane 
business men will come to St. Paul to attend the St. Paul Out- 
door Sports Carnival. 


Shoe Travelers Optimistic 


M. Sperto, the Nebraska salesman from the R. P. Smith Shoe 
Co., has recently returned to Chicago. He says that he never 
dreamed that there could be such a big business as there is in the 
Nebraska territory this season. 


Chicago Travelers Meet 


The Shoe Travelers’ Association convened at the Palmer House 
with a very good attendance. Gus Schaub, president of the 
National Association was amongst those present. The boys are 
all looking forward to the convention in St. Louis the 2nd, 3rd 
and 4th and say they expect to make it the biggest ever. 


Wilder Tannery Expands 


Work has been started on the new south plant of the Wilder 
Tanning Co., at Waukegan, Iil., which will be modernized and 
enlarged to permit the continuance of manufacturing there, 
even on a larger scale than in previous years. 

It is planned by the Wilder Tanning Co. to use the plant as an 
auxiliary to the big factory known as the North Works and a force 
of several hundred men will be kept at work at the factory 


BROCKTON 


Planning Next Season’s Samples 


Notwithstanding the high prices which prevail in the leather 
market, the manufacturers of this city are planning to produce 
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Fall samples at the usual time. While it is somewhat of a prob- 
lem to figure samples on the basis of present and possible future 
prices of upper and sole leathers, yet as one manufacturer put it 
in speaking on this subject: ‘‘We’ve had some pretty hard 
bunches to get over in the past, but we got over them. I guess 
that, one way or another, we'll get over this one too. 


Fair Prices and Fair Profits 


That merchants as a whole are prepared to continue paying 
the high prices for good shoes is the testimony given by all re- 
turning salesmen, as well as the information obtained by manu- 
facturers from their customers. It is the policy of Brockton shoe 
manufacturing concerns to maintain the qua‘ity of their goods 
and to charge adequate prices. This policy has proven a winning 
one during the past few months. With leather soaring to un- 
heard-of-prices, the made-in-Brockton shoes have ‘‘made good” 
as regards quality and style to a greater extent than ever before. 
The factories were never so well filled with future business as 
at present. The stock departments have never delivered so many 
goods for Fall and Winter as this season. And all these at record 
prices. The quality policy will be maintained for 1917, with 
prices placed upon the goods representing fair profits for all con- 
cerned. 

Business as Usual 


It is not likely that many of Brockton shoe factories will be 
closed on January 1, 1917. The new Massachusetts holiday oc- 
curs on that date, but at a time when Spring business is in full 
swing at the factories. The Brockton concerns are not inclined 
to shut down the factories on that day. The opinion among the 
trade here is to the effect that there is already a sufficient num- 
ber of holidays on the statute books of Massachusetts and that 
any addition is a detriment to the production in local factories. 
Customers of Brockton concerns want their goods promptly and 
the manufacturers must see that work is delayed as little as pos- 
sible by holidays or otherwise. 


Economy in Electrical Equipment 

The fact that Condon Bros. & Co. of this city were the first 
shoe manufacturers in Brockton to equip their factory with 
electrically heated machines has attracted much attention. Not 
only has the trade in this city and elsewhere been interested in 
the plan, but it has been considered of sufficient importance to be 
taken up by a technical magazine. In a recent issue a report 
on the entire system was written by an official of the Edison 
Electric Illuminating Company, a concern which in this city 
co-operated with the United Shoe Machinery Company in re- 
placing steam heated by electrically heated machines in the 
Condon plan. 

Shoe Shipments Lead Last Year 

For the past week the shoe shipments from this city were 
12,243 cases. This gives a total output for 1916 to the middle 
of December of 708,182 cases. This exceeds the shipments for 
the same period of 1915 by the very sizable figures of 128,997 
cases. There is no doubt that the total of Brockton shoe ship- 
ments for 1916 will show a very handsome margin over the 
1915 total. 

Comparison With Steam 

Davis M. DeBard of the Edison Company handles this sub- 
ject in a technical way, showing photographs of several machines. 
The important point which he brings out is the saving in expense 
over the steam heated methods. There are fourteen machines 
electrically heated in the Condon factory. Tests were made con- 
cerning cost per pair of shoes in running these machines during 
July, August and September. If the few machines in the Con- 
don factories heated at that time by steam were electrified, the 
total cost of industrial heat would be 40 cents for 100 pairs of 
shoes or less than one cent a pair for the electrical heating of all 
the machines. Summing up the comparison of low pressure 
boiler and electricity for industrial heating shows by compara- 
tive figures a saving of 25 per cent in favor of electricity. 








66 BOOT AND SHOE RECORDER Dec. 23, 1916 

















The surpassing qualities of the certified 
shoe have made possible big sales by 
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here will start you right at the beginning 
of the new year. 


STONEFIELD-EVANS SHOE CO. 


SHOEMAKERS FOR GENTLEMEN 
ROCKFORD, ILL. 
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“I believe in giving credit where credit i is due, and in all frankness Weber Bros’. shoes 
have been the big reason for my success.”’--It was a shoe merchant from a prosperous 
town in Indiana that spoke. ‘‘The styles are the kind that make the men stop and look 
and it’s an easy step from that to a sale, and the values match up dollar for dollar for 
the price they sell for---it’s a case of genuine satisfaction all along the line. “Yes Sir! 
Weber Bros. shoes for me! 
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HAVERHILL 


Factories to Run as Usual 


The new Massachusetts holiday, January 1, will probably not 
be observed to any great extent among Haverhill’s manufactur- 
ing establishments. The great volume of goods now going 
through local shoe factories, and the urgent need of prompt 
deliveries, require the use of all available time in the factory 
work. The New Year’s holiday will be in operation for the 
first time, and coming so near to Christmas it is not regarded 
with especial favor by busy manufacturers and merchants. 


Stores to Remain Open 


The Retail Trade Committee of the Haverhill Chamber of 
Commerce has decided in favor of keeping the stores open as 
usual on New Year’s day. Until the merchants have an oppor- 
tunity to see how the new holiday will work out, it is considered 
best to continue as heretofore. This will make New Year’s 
day of 1917 the same as any previous New Year’s day as regards 
wholesalers, factories and stores in Haverhial. 


Shoe Manufacturer in New Concern 


Daniel C. Hunt of this city, formerly of the Haverhill shoe 
manufacturing firm of Carleton & Hunt is now associated with 
the same line of business in another town. A purchase has been 
made of the Wynn Brothers Shoe Company’s business in the 
town of Derry, New Hampshire. The name of the new concern 
is Hunt & Tapley Shoe Co. 


Buys a Going Business 


Messrs. John J. and D. J. Wynn began business a little over 
two years ago and built up a trade representing about $350,000 
in annual sales. The property purchased by the new owners 
is valued at about $80,000. Mr. Hunt will have charge of the 
factory, while Mr. Tapley will look after the sale of the goods. 


New Concern Making Shoes 


John H. Cross, Inc., Haverhill’s newest shoe manufacturing 
concern, is now in full swing on production of the Cross shoe. 
Cutting began last week and goods are now going through the 
making departments. Mr. Cross has received many letters 
from former customers congratulating him on re-entering 
business in Haverhill, also more substantial recognition in the 
shape of orders. 


Scarcity of Raw Materials 


The shoe manufacturers of this city are up against problems 
as regards the obtaining of stock from which to make goods. 
With a genuine scarcity of raw skins and hides the tanners are 
unable to respond to all the demands which are made upon them 
by manufacturers. As a matter of fact there was never a time 
in the history of Haverhill when there was such difficulty in 
obtaining leather as at present. The question of price enters 
very little into the purchase of goods in either shoes or leather. 
With the sold-up condition which exists to a great extent among 
Haverhill factories, the local manufacturers are more concerned 
with the production of goods than in the taking of orders. 


Bank Stock Oversubscribed 


The Morris Plan Bank which during the past few weeks has 
been under consideration by Haverhill citizens is now a reality, 
the stock having been already oversubscribed. More than 
fifty business men, among whom are many representative shoe 
manufacturers, are stockholders and backers of this practical 
project, the aim of which is to make small loans to deserving 
people and put the loan sharks out of business. A location has 
been secured and the bank will soon be open for business. When 
fairly under way it will, no doubt, be of a special benefit to 
hundreds of Haverhill shoe factory employees. 
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BOSTON 


Retail Trade Impressions 


The volume of holiday trade up to last week was the subject 
of conferences between the heads of the great downtown retail 
houses, and anxiety on this score was shared to some extent 
in the exclusive shoe stores and departments. This week, how- 
ever, the tide of business has been running so strongly as to be 
almost phenomenal, and there is little doubt that the close of the 
year will show a total of retail holiday selling that will equal, and 
perhaps exceed, last year’s. 

Shoe store stocks as a rule have been adequate for the holiday 
demand, but the medium price footwear has been moving very 
rapidly and all indications point to higher prices in the near 
future, barring unexpected events affecting the leather market. 


Men’s Porpoise Skin Shoes 


A pair of shoes made from the skin of a baby porpoise—one of 
the only three pairs of porpoise hides shoes ever made in this 
country—have been received by Mr. Young, of the firm of Coes 





Porpoise Hide Boots Made Up for a Boston Merchant 


& Young, School Street shoe merchants, and he intends to wear 
them. But it is a certainty he will not be the center of curiosity 
when he appears upon the street for the tanned fish skin is 
somewhat similar to calf. 

The hide is tough and should give excellent wear. It may be 
soaked in water and will dry out soft and pliable. There is no 
probability of shoes of this material becoming the vogue, for 
there are none on the market and probably never will be. Only 
the skins of baby porpoises can be utilized, for the skins of the 
older fishes though used for heavy bags and the like, are usually 
scratched or marred. 

The three pairs were made up in black, with porpoise vamps 
and calf tops. One pair is owned by Mr. Young, the second by the 
shoe manufacturer and the third by the tanner. If offered at re- 
tail it would be necessary to price them at $14.00 per pair. Such 
leather is worth $1.25 or more per foot today. The appearance 
of the shoes is well shown in the illustration. 


Moves to New Offices 

Thomas McCammon, selling agent for Greene & Hickey 
Leather Company, Shrewsbury, Mass., has removed his Boston 
Office from No. 110 South Street to No. 116 on the same thor- 
oughfare. 

Samuel Cohen, the Lincoln Street wholesale shoe specialist, 
and his associate, M. A. Pawley, are completing an extensive 
trip to the Pacific Coast, after getting in touch personally with 
their customers all the way across the continent. As a result of 
the large increase in business the past year, they have just com- 
pletely reorganized their Boston stock rooms and offices to do 
justice to this increase. Trips of this character are especially 
valuable as an index of trade conditions and a guide for the future. 
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VULCO UNIT! 
BOX TOE 


Has Made Good 


| 
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American 
Shoemaking 
Directory 





“The Red Book” List of 
Shoe Manufacturers 


factory and in service--- 


It has made good 
with hundreds of manu- 
facturers and_ thou- 
sands of retailers and 


wearers.-- 
Mr. Retailer: 

Make sure your manufacturer uses Vulco- 
Unit Box Toes in all your shoe orders. 





rigid tests in the shoe | 





Improved—Revised—Corrected 

Containing all the good features of previous editions, including: 

Names and locations of boot and shoe manufacturers in the 
United States and Canada; Lines of goods each firm manufactures 
as men’s, boys’, youths’, women’s, misses’, children’s, infants’ 
etc.; Class of goods made, as McKays, turns, welts, pegged, sandals, 
felt goods, leggings, etc.; Trade each firm sells—whether jobbers or 
retailers; daily output of firms in plain figures; a separate alpha- 
betical list of manufacturers having Boston and New York offices, 
etc., etc. 

The only Concise Directory published. 

Size,‘ 23x54, Fits Vest Pocket. Leather Bound, $2.00 postpaid. 


{ Accurate—Complete—Handy. 


American Shoemaking Publishing Co. 


uccessors to 
ROGERS & ATWOOD PUB. CO. 


683 Atlantic Ave., Boston, Mass. 
Tel. Beach 440 


There is only ONE Vulco-Unit Box Toe on 
the market. It is made by--- 


Beckwith Box Toe Co. 


108 LINCOLN ST. BOSTON, MASS. 
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Failures 


Springfield, Mass.—Wm. J. Burack, (The Hanover Shoe Co.), shoes, reported 
petitioned into bankruptcy. 

Opelika, Ala.—Chas. Kurtz, shoes, etc., reported petitioned into pay om 

Roanoke, Ala.—W. M. Weinstein, shoes, etc., reported petitioned into bank- 
ruptcy. - 

Palatka, Fla.—Morris Kanner, shoes, etc., reported filed voluntary, petition 
in bankruptcy—liabilities, $9519.37—assets $7562. 

Virden, Ill.—L. Schwarz, shoes, etc., reported petitioned into bankruptcy. 

Springfield, Ill.—Louis Schwartz, shoes, etc., reported petitioned into bank- 


ruptcy. 

— Ind.—Hyman Sabel, shoes, etc., reported offering to compromise at 

per cent. 

Chicago, Ill.—L. Price, shoes, etc., reported petitioned into bankruptcy. 

Detroit, Mich.—Norman Slobin, shoes, etc., reported meeting of creditors 
called for December 26. 

Howard Shoe Stores, shoes, reported meeting of creditors called. 

Minneapolis, Minn.—Tri City Shoe Co., shoes, reported petitioned into bank- 
ruptcy. Reported offering to compromise at 40 per cent. 

Hermansville, Miss.—J. Nosser & Bro., shoes, etc., reported meeting of creditors 
called for December 27. 

Atlantic City, N. J.—David Soltz, shoes, etc., sold out—reported offering to 
compromise at 30 per cent. 

Perth Amboy, N. J.—Benjamin Isenberg, shoes, etc., reported petitioned into 
baaheneey- i 

Oswego, N. Y.—Harry Solslow, shoes, etc., sold out—offering to compromise at 
25 per cent. 

Tottenville, N. Y.—Abram Sher, shoes, etc., reported assigned. 

Norman, C.—Ussery & Lowdermilk, shoes, etc., reported petitioned into 
bankruptcy. 

Rocky Mount, N. C.—Farmers Supply Co., shoes, etc., reported petitioned 
into bankruptcy. 

me te ae & Lowdermilk, shoes, etc., reported petitioned into 

ankruptcy. . 

Rocky Mount, N. C.—Farmers Supply Co., shoes, etc., reported petitioned 
into g om oye 

Fargo, N. D.— roix Co., shoes, etc., reported petitioned into gommy oe 

Yonkers, N. Y.—Henry Schwartz, shoes, etc., reported petitioned into bank- 
ruptcy. 

Wahpeton, N. D.—R. R. Hausken, shoes, etc., sold out—reported offering to 

go at 25 per cent. 


Caddo, Okla.—Caddo Mercantile Co., shoes, etc., reported petitioned into 
bankruptcy. 
Ardmore, Cita --Andeiinns Mercantile Supply Co., shoes, etc., reported assigned. 


Cincinnati, Ohio.—McDonald-Kiley Co., shoe manufacturers, reported at the 
meeting held in Office of Referee on the 4th inst. the entire assets of the 
bankrupt with the exception of accounts receivable were sold in several 
separate lots bringing an aggregate of $74,902.00. 

Port Arthur, Texas.—P. Goldfine, shoes, etc., reported petitioned into bank- 
ruptcy. 

West Texas.—J. R. Walker, shoes, etc., reported petitioned into bankruptcy. 

Beeville, Texas.—Wolfman & Katz, shoes, etc., reported have filed voluntary 
petition in bankruptcy, scheduling assets at $9300 and liabilities of $19,000. 

Hamilton, Va.—J. W. Chamblin, shoes, etc., reported assigned. 

Hopewell, Va.—Phillip Ribeck, shoes, etc., reported assigned. 


Changes 


Boston.—Dixie Shoe Co., incorporated: with authorized capital of $200,000. 
Geo. L. Meserve Co., leather, incorporated with authorized capital of 
$25,000. 
Salem, Mass.—Slipon-R-Slipper Co., manufacturers, succeeded by S. R. S. 
Co., with authorized capital of $7500. 
Haverhill, Mass.—Ideal Vogue — Co., (115 Essex Street) shoe manufacturers, 





recently ere. 
— -Mass.—Sullivan’s Sample Shoe Store, Inc., shoes, succeeded by Richard 
. Lipscomb. 
Marbichead, Mass.—Scott Shoe Co., shoe manufacturers, removed to Mulberry 
Street, Lynn. 


Hope, Ark.—Reed Bros., shoes, etc., closing out. 

Texarkana, Ark.—Schwarz Clothing Co., shoes, etc., capital reduced to $50,000. 
Phoenix, Arizona.—W. P. Nelson, shoes, succeeded by the Nelson Shoe Co., Inc. 
Chicago, Ill.—James Sandler (4133 West Madison Street) shoes, sold out. 


Changes in Business ¢ ¢ ¢ 
The Last Week’s Failures, 


Suspensions and Changes 


Joliet, po Saieg, shoes, etc., succeeded by Esper Saieg. 

Pulaski, I1l.—W. E. Hennington, shoes, etc., sold out. 

Kansas City, Mo.—Ellet-Kendall Shoe Co., manufacturers and wholesalers of 
shoes, reported that A. G. Ellet has bought the controlling interest in the 
above and will take active management at once. T. C. and F. Ellet 
will remain with the old company until January 1, after which time they 
expect to launch another large distributing house of boots, shoes and rub- 
bers in this city. 

Wallace, Mo.—Galbreath & McGinnis, shoes, etc., sold out to R. H. Lucas. 

Cambridge, Minn.—Johnson, Southerland & Co., shoes, etc., succeeded by John- 
son & Erickson. 

Bayard, Neb.—C. O. Morrison, shoes, etc., succeeded by Golden Rule Store. 

Epping. N. H.—J. A. Corning Co., children’s shoe manufacturers, recently 





ere. 
Brooklyn, N. Y.—Max Stern (37 Fifth Ave.), shoes, reported out of business. 
da Volk (648 Gates Ave.) shoes, discontinued. 
New York City—David Golipsky (305 Rivington St.) shoes, sold out. 
I. Marcus (127 First Ave.) shoes, sold out. 
Park Sample Shoe Shop, Inc., shoes, incorporated with capital of $5,000. 
Sea Cliff, N. Y.—Sommer Bros., shoes, sold out. 
Brooklyn, N. Y.—Julius Grossman, Inc., shoe manufacturers, incorporated with 
capital of $500,000. 
Fonda, N. Y.—A. H. Osgood, shoes, etc., reported left town. 
Norwich, N. Y.—L. Botnick, shoes, etc., will discontinue. 
Mount Victory, Ohio.—Mount Victory Supply Co., (F. E. Milligan, Proprietor) 
shoes, etc., reported sold out. 
Darien, Wis.—W. C. Hunter, shoes, etc., will discontinue. 


Criticism of Merchants 


An experiment undertaken by a Salem, Mass. adver- 
tising club might be repeated in other cities. This 
club sent to a selected list of men and women letters 
inviting criticism of stores of Salem. Mention of 
faults in the store service were especially requested. 
The answers were numerous. Some told of faults 
found with stores, and others expressed satisfaction. 
The advertising club, and store managers, held a 
meeting and reviewed and discussed the letters, and 
thereby learned much of value concerning the at- 
titude of the public to the stores. 

An important event to take place during the three 
days the shoe men of the United States will gather 
together in Cincinnati for 4 national convention is the 
great banquet which will be given by the Shoe Manu- 
facturers’ Association of Cincinnati. This is planned 
for the second night, January 9th, and is to take place 
at the Business Men’s Club. This banquet is especial- 
ly for the delegates and visiting shoe men of the con- 
vention. 








Their grip is sure. 





Never Slips 





The FEATHER WEIGHT 
ICE CREEPER 


Cc. W. CHURCHILL, Manufacturer 
214 Third Street, Lowell, Mass. 


[t> an article on which retailers 
make big profits. No trouble to | 
fit and easy to sell. Made in Men’s 
and Women’s sizes. 

You do not have to 


creep, but can step with confidence, i 
easily adjusted and won’t come off. Order from your jobber at once. 





Fig. 1 Fig. 2 


pushed up from heel 
ig. 2 shows creeper in use. 


durable, 


Fig. 1 shows cree 
when not in use. 


They are light, simple, 
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a BOOT AND SHOE RECORDER | Dec. 23, 1916 


Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth 


page per issue: 


OSITIONS WANTED: Three cents per word for 
each insertion. Minimum amount accepted, 
sixty cents. For other “Want” advertisements, 

five cents per word for each insertion. Minimum 
amount accepted, One Dollar. Ads under this head- 


anes | time —_ 7 Himes 13 times 26 times S2times = ing will be received up to 5 o’clock Tuesday, P. M. 


1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 9.00 7.75 
4 inch 15.00 12.00 10.00 


$2.50 $2.00 When advertisers desire answers to come in care of 
: ‘ this office, twelve words must be allowed in each ad- 


4.75 4.00 vertisement for address. When advertisers desire re- 
plies forwarded direct to their address, each word of the 
7.00 6.00 address must be counted in the advertisement and 


paid for accordingly. Answers to ads must be sent 
9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


POSITION WANTED FOR SALE 





ANTED—Salesman with established trade 

in Indianapolis and Southern Indiana, Ken- 

tucky and Illinois for wholesale line of shoes. Com- 

mission basis. Give reference and experience. Ad- 

dress SHOES, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ANTED—First class commission salesman to 

carry as a side line complete line of felt slip- 

rs in Northern Michigan, Kentucky, Illinois, 

Southern Ohio and West Virginia. Address FELTS, 

care Boot and Shoe Recorder, 207 South St, 
Boston, Mass 


IDE-LINE SALESMAN to handle an excep- 

tional line of innersoles and combination arch 

support innersole. Address A783, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ALESMEN WANTED—For an established in- 
stock line of boys’ shoes, showing unusual val- 
ues and selling features. Commission only. Splen- 
did opporunity for capable, ambitious young men 
who Sees been successful selling jobbing lines in 
small territories. Territories open: Southern Ohio; 
Missouri and Southern Illinois; Kansas and Ne- 
braska; Iowa. Address, with details of experience, 
Federal Shoe Company, Lowell, Mass. 


ANTED—Salesmen with established trade 
who are looking for a amon side line. 

“real money”’ producer for 1917. rite promptly 
with full particulars as to exact territory, how long 
you have covered it, etc., provided you want to 
get in touch with the finest line of infants’ soft 
soles and 1 to 5 “first-step” turns in this or any 
other country. H. H. Freeland, established 1896, 
Rochester, N. Y. 


ANTED—A high-grade shoe manager to take 

charge of a live retail shoe store 100 miles 

from Boston. Must be a good window trimmer, 

show card writer, and know the meaning of good 

service to customers. Address A780, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


Wanted 


High class. competent, experienced salesman 
to represent a Cincinnati High Grade Women’s 
Shoe Factory with established trade in New 
York, Philade!phia, Washington, Baltimore and 
adjacent territory. THE WISE, SHAW & 
FEDER CO., Cincinnati, Ohio. 






































POSITION WANTED 


‘NOMPETENT manager and shoe buyer of 
+ experience, open for change, live wire hustler. 
Address A787, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


N Al shoe man, who was buyer for a prom- 
inent jobber for many years—and made 
good ool like a position as resident buyer or 
assistant with a reliable house or would go to an- 
other city in any capacity. Best references. Salary 
made satisfactory. A. é Maclauchlan, 8 Second 
St., Natick, Mass. 














OUNG married man, 13 years’ e ience> 
wants position with growing firm, t ref- 


Bot end Shoe Recorder, 207 South St. Boston, 

an oe Recorder, ut. t., Boston, 

fis For Sal 
Or Sale 


Ser 4 MAN with large acquaintance in the 





shoe trade desires ition as salesman. - 
Best of references furnished. Desires change from Factory equipment complete to 
resen Uj le * 
Leeda if tuk ian mee make Men’s and Women’s Turned 


Slippers. Capacity twenty-five hun- 
dred pairs per day. Business estab- 


HELP WANTED lished 1847. Ill health necessitates 
selling. Address 











Lhe ep pee on young man - ~ 
charge of a shoe department in a lar, e- 

partment store in a Middle Western city. Good W. S. CHASE & SONS, Inc. 
salary and interest in profits to the right party. si 

Address A782, care Boot and Shoe Recorder, 207 93 Essex Street, Haverhill, Mass. 
South St., Boston, Mass. 














LINE WANTED 


ANTED—Woman’s Comfort line for Mis- A GILT ED GE 
_ souri, have an established trade. Could 
take in Kansas or Eastern Kansas. Must be first- 
class turns and McKays. High and medium grade. I NVE S I ME N I 
Lynn men get busy. Address A788, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





I have for sale a block of stock in the 


Haynes Henson Shoe Co.,Inc. 














EXPORT TRADE of Knoxville, Tenn. This is a very attrac- 

. Id- 

ELXPORT TRADE—Wanted for British Isles, ~- a teeny see — sampene Sener 

manufacturers of boys’ and men’s McKays, establis vn mn y 

also children’s and ladies’ McKays. Samples re- Will bear the strictest investigation. For 

pane pe - nape . —— References full particulars address Mrs. J. A. Henson, 
and particulars o! e agent that requires same, to 

be had from the Boot and Shoe Recorder, 207 1030 N. Broadway, Knorville, Tenn., or 

South St., Boston, Mass. John W. Green, Sol., Bank and Trust Bldg., 


Knoxville, Tenn. 





























TO INVEST 
ANTED—Hundred thousand dollar cor- 
poration of high standing has opening for BUSINESS OPPORTUNITY 
—- state or oe Ly ae to in- 
vest from one to five thousan ollars in the com- * ‘ 
pany’s securities during employment. eches — gy ny gg ee eye 9 
retailers preferred. Only first-class men need ap- The James A. Limle Co., Portland, Indiana. 


phy Salary and commission. References required. 
ddress A789, care Boot and Shoe Recorder, 207 














South St., Boston, Mass. 








WANTED TO PURCHASE 





FOR SALE 


ALL SALE—Seven Faber rawhide sample 
trunks made for 90 men’s shoes and two for 50 


shoes. In good condition. Stovell & Bean Co., 











Posen WANTED—Experienced sh n 
desires location in California as manager of 
shoe store, or shoe depertment. Now in retail 
business. Address A786, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





Lowell, Mass. . 
EST BARGAIN ON EARTH—Boot and shoe Siar ane teeta 
q a — ¥ for sale at invoice price. over. We will send a representative to 
showin cent profit at present. req 
Owner has other letesente which pall his etten- oy nee Sea OER coo er 
tion. Location, Western Washington. Address Max Kalter Mercantile Co. 
a77. care ore and Shoe Recorder, 207 South St,. 106 Grand St., New Y ork City. Phone,Spring9413 
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Ellet-Kendall Ownership Changes 


A. G. Ellet, recently purchased the controlling interest in the 
Ellet-Kendall Shoe Company and will take active management 
at once. By purchasing the controlling interest Mr. A. G. Ellet 
bought out the interests of T. C. and B. F. Ellet and they de- 
clare they will launch another large distributing and wholesale 
house of boots and shoes in this city. However, they will remain 
with the old company until January 1. 

The business was established in Kansas City in 1867 by the 
late William W. Kendall and Jemuel G. Gates and was absorbed 
by the Ellet Brothers Shoe Company in 1901 and from then on 
has continued as the Ellet-Kendall Shoe Company. The whole- 
sale shoe business in Kansas City has grown and developed in re- 
cent years to large proportions and an additional house will 
mean a great deal to the market here. 

The firm will continue with the following men as officers: 
A. G. Ellet, president; W. E. McNaghton, vice-president; L. 
E. Fritz, treasurer; R. L. Brown, secretary; John I. Ellet, sales 
manager. 

The Ellet Brother Shoe Company began business in Kansas 
City several years ago with a capital of only $2,800 as retail 
store near Tenth and Walnut Streets. The company later moved 
in larger quarters still doing a retail business but with a stock 
increased to $10,000. In five years they had established a whole- 
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sale business with a capital of $50,000, located in a three story 
building at Seventh and Wall Streets. The present secretary, 
R. L. Brown, was head of the office, with one stenographer, one 
man as stock man and shipping clerk. The brothers sold the 
shoes on the road. About five years later they bought the W. W. 
Kendall Boot and Shoe Company. Two years later they moved 
from the Kendall Building at Fourth and Delaware Streets to the 
new building at Eighth ‘and May Streets, having absorbed the 
manufacturing and wholesale business of the Bond Shoe Com- 
pany located in that building. After a short period it was found 
that still larger quarters were required and they moved to the 
present location at 412-18 West Eighth Street. The Ellet-Kendall 
Shoe Company now has representatives covering every state 
west of the Mississippi River. 


New Rubber Corporation 


The Beacon Rubber Company of Buffalo, N. Y., which 
will manufacture rubber goods, has been incorporated with a 
capital stock of $50,000. The incorporators are Herbert T. 
Auerbach, Harold A. Forbes and Lillian B. Dietz, all of Buffalo. 


The McElwain-Young Shoe Co., wholesale shoe dealers, of 


San Francisco, will change its location to the new building now 
being constructed there at 264 Mission Street. 











WANTED TO PURCHASE 


WANTED TO PURCHASE 


MISCELLANEOUS 








Do You Wish To Retire or 
Sell Your Surplus Stock? 


Don’t Sell Until You Get Our Offer. 


We have the largest outlet and pay the 
best prices for shoes. ony gga mag 
large. Short term leases taken. m- 
municate with us, and we will send rep- 
resentative. Established 1889. 


VAN PRAAG & COMPANY 
15-17 Greene Street, New York 
The largest cash buying concern of every 
class of merchandise in the country. 
Telephone, Spring 2248-9. 





19 Albany Street 


Retailers --- Manufacturers 


Surplus Shoe Stocks 
SLOW SELLERS 


HIGHEST CASH PRICES PAID 


Drop a Line to 


A. M. SACKS 


Boston, Mass. 














Do You Wish to Raise Cash Quick? 
Entire or surplus stocks eh chann Aapasets. 
clothing and merchandise of all kinds 
bought for spot cash. Short term leases 
taken off your hands. Retail or wholesale 
BEFORE SELLING WRITE US 
Communications Strictly Confidential 
Brooklyn Purchasing Syndicate 
FRANK WALKER, Proprietor 
610 BROADWAY, BROOKLYN, N. Y. 





Tel. 2328 W iliamsburg 

















Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands 


Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CQO. 
520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 


MISCELLANEOUS 








Resident Boston Buyer 
For Jobbers and Large Retailers 
Styles change quickly—it is difficult 
to know where to get the shoes you 

want in a hurry. 
Write or wire your needs. I will fill 
them for you. 

GEORGE GREGORY 


= 


With Noiseless Cushion Tire 
Rolling Trolleys 
1 inch of wi 
Economize every of wall space by making 


clear to ceiling 


STORE LADDERS 











phone Comp 
LICHT RUNNING. NEAT AND STRONG 





Just like going down stairs. No weaving 
Both hands free for removing or placing 

































Rice Building BOSTON 
Riemer’s W° Shee. 


For Farmers, Tanners, Butchers, 
Icemen, Teamsters, Etc. 
SHOES, $1.85. BOOTS, $3.50 
See our 4 Page Adver- 
tisement in last issue. 
A. H. Riemer Shoe Co. 
Milwaukee, Wis. 
Established 1887 











WE BUY WHAT YOU CANNOT USE 





We will at any time buy 10 to 100,000 pairs of 
shoes, Factory seconds, surplus lots, Old Fash- 
ioned Shoes, Entire plants, Wholesale Stocks, 
Retail Stores, etc. e have an unlimited ex- 
port outlet—you can realize best price by deal- 
ing direct with us. Also buy merchandise 
stocks of every description small or large, new 
or old style. Correspondence confidential, in- 
stant attention. Est. 1889. 

New York Export wavchesing Cospesoting 

Lispenard St. New York City 











B. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 


F. E. JONES, Treas. 
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SEE THAT YOUR CUSTOMERS ARE 
PROPERLY “SHOD” FOR THE HEALTHY 
SPORT OF SKATING 


ra. 


DEAN'S. 


A Goodyear 
and young, men and women are Welt ° 


now enjoying the fresh, clear air— Felt lined 
ice-skating. $3.75 
The old way of clamping and strapping 
skates to regular street shoes is no longer in 
favor. 
The demand is for this specialty boot. 
You should lose no time in getting your 
share of this extra profit business—and for 
comfort, warmth and construction these 
two shoes shown here are meeting every 
demand. 


xXx K ATING has now become the most » a ’ 
~ popular of all Winter sports. Old un Bets 


HE women’s skating boot 1s a Tan 
T Lotus, Goodyear Welt, felt lined | 
throughout with leather strap and 


buckle ankle brace. 
The men’s boot is a medium shade Gun 

— i Metal, Goodyear Welt, with felt lining and 
Felt Lined ankle brace. It is particularly well made 

$2.85 and strongly reinforced on all seams. 

A few pairs of these boots in your window 
will bring a lot of extra business in your 
store. 


2251X 
Tan Lotus 
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Use this order form 








_PARKER-HOLMES 
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600 ATLANTIC AVENUE 
BOSTON, MASS. 
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There’s no dull season for the 
“BARRY’’ dealer. We are 4 
continually bringing out and : 
producing year-round sellers. 
We are not strong for freaks, 
still we never hesitate to feature 
styles that might be classed 
as sensible novelties. Three 
big retailing shoes are shown 
here. : 








Stock No. 936—Pippin Last, 
Gun Metal Button, Mat Calf Top, 
10-8 inch Broad Heel, Single Sole. 
C and D Widths. Sizes 5 to 10. 

Price $3.75 

















Stock No. 941— 
Unbranded, Cop- 
ley Last, Gun 
Metal Bal, Rex 
Calf Top, l-inch 
Broad Heel, Sin- 
gle Sole. BSC, D 
Widths. Sizes 5 
to 10, 

Price $3.50 


BOSTON OFFICE 
183 Essex St., Room 204 



















Stock No. 843—Everyday Last, 
Barry’s Cushionfelt Shoe, Black 
Vici Blucher, Regular Heel, Single 
Sole, Cushionfelt Insole. D and E 
Widths. Sizes 5 to 11. Price $3.85 


T. D. BARRY COMPANY 


Brockton, Mass. 
NEW YORK OFFICE 
819-A Flatiron Bldg. 


Address all Communications to our Brockton Offices 
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NOW IS THE TIME WHEN YOU 
WANT TO FILL IN 


THESE ARE GOOD LINES TO THINK ABOUT 


3 WS Lenox 


SHOES FOR MISSES AND CHILDREN 


These listed are good sellers and we 
can ship at once—The values are as 
solid as can be found anywhere and 
are known such by the trade the 
country over. 


THE PRICES ARE RIGHT 








IN STOCK NOW 






FOR THIS DATE 


MISSES’ AND CHILDREN’S WELTS, GUN 
METAL AND PATENT LEATHER 
BUTTON, TIP, 3-4 FOXED. 


5 to 8, $2.00 8 1-2 to 11, $2.25 11 1-2 to 2, $2.50 


MISSES AND CHILDREN’S McKAY 
SEWED GUN METAL AND PATENT 
LEATHER, 3-4 FOXED, BUTTON, TIP. 


5 to 8, $1.60 8 1-2 to 11, $1.85 11 1-2 to 2, $2.15 


CHILDREN’S PATENT TURN BUTTON 
1 to 4, 90c. 4 to 6, $1.10 


WEIMER, WRIGHT & WATKIN CO. 


CUQUHROOQUUOUCGGQHGQHQQOGOOGQOUOOCROUGGUROREOREOROOOROCHOGAEGOROOHOQROOUQGEOOEOOROGEGOAOCEOOUGAOGOOGGCOGROGAOGORUEOUOQQNOOECQUQORNOQUGUGQOOQCOQRGUGQOQDNOQOQQNGQOUQQSGOQUQONOQROONGUSNORDONGOONGOQORONOOROGRRGORRORDORE 


DISTRIBUTING HOUSE 
35 S. 2ND STREET 





PHILADELPHIA ALLEN. 


12 TO 40 E. ALLEN STREET 









GRIFFIN 
BRONZE 
DRESSING) 


FOR ALL 


BRONZE LEATHERS | 







Market 


$2.20 Doz. 


Griffin Shoe Bronze 
fs the Most Natural Bronze on the 


Large size, $24.00 Gross 


Small size, $18.00 Gross 








SOFTEMS THE LEATHER 
AFTER THE RAIN 
GRIFFIN MFG. CO. 


NeW YORKUSA 

















In Blue, Black, Light 
Gray, Brown, ( een 








Price, $16.00 Gross 








Griffin’s Glazed Kid Cream 


Gray, Dark 
Red, White, 


Ivory, Champagne 


Cleans--Colors--Polishes 
Is to the Leather what Cold Cream is 
to the Skin. 3 oz. Bottle in Beauti- 
ful Lithographed Carton. 


$1.40 Doz. 











cracking 
$16.00 Gross 











Griffin Patent Leather Cream 
Made in both White and Black for 
cleaning and polishing all patent 
leather shoes. A preventative for 


$1.40 Doz. 


THERE IS A KIND FOR EVERY SHOE 
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GOOD SHOES NEED GOOD DRESSINGS 


GRIFFIN 


SOLVES THE PROBLEM 


Griffin Magical Powder 


One of the two accepted we for cleaning colored suede, 
Nubuck and nappy leathers. hite, Light Gray, Dark Gray, 
Pearl, Brown, Chemels, Fawn. 


$11.00 Gross 95e Doz. 


GRIF, 


SR 
Rewrstered, 


SUED 
SHOE DRESSING 














Griffin Suede Dressing 
A combination outfit to clean and restore colored Nubuck, 
suede and nappy leathers to their original shade and state. 
Tampico brush and 3\%-oz. bottle. White, Black, Light, 
Dark and Pearl Gray, Brown, Navy Blue, Dark Green,. Red 
$1.50 Doz. 


$17.00 Gross 
Write for new catalog for description of 
complete line. 


If your findings jobber cannot supply 
you, we will. 


Griffin Mfg. Co.., tx. 


Established 1890 


69 Murray St. NEW YORK 


Canadian Repr tatives Canedian Shoe Find and Novelty Co. 
2 Trinity Square Toronto, Can. 
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Griffin’s White Kidine 
An effective and safe cleaning and 
whitening fluid that cleans all gwhite 

kid and white calf stock 

Small Size, $11.00 Gross 

95e Doz. 

Large size, $18.00 Gross 

$1.60 Doz. 

















unmet 


wo 


































Griffin Quick Cleaning Fluid 
For cleaning Silks, Satins, White and 
Colored Cloth — 

: able 


$20.00 Gross $1.75 Doz. 


hs 


Aallaai’ 













IDEAL 
















Griffin Ideal Combination 
Paste and Cleaner. Made in Black 
and Tan, almost twice the size of the 
usual package, and of superior quality. 

$18.00 Gross $1.65 Doz. 
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IN STOCK 


Brown Cordovan Bal 
(Unbranded) 
Stock Style S 522 


Brown Cordovan Bal, Cordo Calf Top, Ritz Last, Heavy 
Single Sole, 8-8 Broad Heel. A wide, sizes 7-10; B_wide, 
sizes 6-10; C and D wide, sizes 5-10. 

$5.50 





“ 


17 LINES CARRIED IN STOCK 17 
—REQUEST CATALOG—— 








Yi 








Stock No. S 523. Unbranded Gun Stock No. S 524. Unbranded Gal. 4 
Metal Bal., Mat Top, Ritz Last, Russ. Bal., (Mahogany Shade) Ritz 


Single Sole, 8-8 Broad Heel, A, 7 to 10, Last, Single Sole, 8-8 Broad Heel, 
a< Hi os C& <a ne . A wide, 7 to 10, B wide, 6 to 10, C & 


D, wide 5 to 10. 
Price $4.25 Price $4.50 


CUURCCOCCUUREOUOURAECCRRGRRRURERORODCGCURCCSRCCORGUCOQOREGCORRCOUURCCRURSCROCURCGOREQROURCORGRCQUSCOROQGGROCRORRRGRRCCRRER 





HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS * 
nn 


NEW YORK BOSTON CHICAGO 
WIA Flatiron Building 60 South St., Rooms 63-64 35 Seuth Dearborn St., Room 406 


Address all Communications to Brockton (Campello) Mass. 
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“OSTEND 2” 


SOKO OCR 


























a 
The Perfect Cloth ‘. 


For Particular 


Shoe Making 


The white kid like finish of 
“Ostend 2” appeals alike to 
maker and wearer. It adds 
that indefinable finishing 
touch to the shoe---and is a 


strong sales factor--- 
Submit “Ostend 2” toany test! 


It has been used in one mil- 
lion shoes without one com- 
plaint! 


MANUFACTURED AND DISTRIBUTED BY 


J. EINSTEIN, Inc. 
176 William St., New York City 


BOSTON - LOUIS 
MONTREAL, CAN. 


“OSTEND 2” | 








~~. ee Te ee 
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6s OW can you best judge a person’s character at first glance—by studying 
the eyes or the mouth?” a woman who wears her clothes well was asked. 
And without a moment’s hesitation she answered, “By looking at 

her feet!’ 

The little refinements, the taste of selection, the fit and the form, are things that 

count for much with women, and so count for a great deal in the field of feminine 

footwear fashion. 

They are the things that have made the Lindner line of appealing interest to the 

woman of taste and refinement; they are the things that will make the Lindner 

line a profitable line for you to put before these women, in your windows and on 

your shelves. 

It will be profitable for you to investigate now by inquiring for details and prices 

They will interest you. 


LINDNER SHOE COMPANY 
CARLISLE, PA. 


PUM, 
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-— 
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SSUCEEEOOOERGGGQOEEGGCQEEGGGGEEUGGGQEEUGQGGEEGGGGERURCGOEUGOOCEECGECERRGGCSERRGCCEORGGREUGOCEROGUROCRURGCCROGGECREOGCRCCRUUGRCREORGGCERGEGEOROGOGECREOGE 


Ashland Announcing Ashland Sport Shoes 
Skating For Bowling, Basket Ball, Boxing, Gymnasium, Skating 


Shoes 

i Each sport requires its own special shoe-—and sales of sport shoes are 

clamp or increasing everywhere. Are you getting your share or are you over- 

screws. looking a mighty good profit? 

waiennss In this advertisement we illustrate Ashland Skating Shoes. Our catalog 
lists complete lines of shoes for every sport. Each and every pair made 
in our own factory from specifications—by experts who know the 
requirements of the sportsman. 


Put in a Complete Ashland Line at a Liberal Margin of Profit 


ASHLAND MANUFACTURING CO. 
For Wholesale and eictiiiae,::” eieianiaeaeaaieiiinaess — 10m 
Fancy 10 and 14 So. Wabash Ave., Chicago tGichendll Geena race Chicago 


and ” i _— 45th St. and First Ave., New York 


Factories: 41st St. and Ashland Ave.—43rd St. and Hermitage Ave.—Chicago, Brainard, Ill. 





Figure 
coating re Ashland Racing 
No. 500M. Men’s stag ‘ and Hockey 


Seaton Model. To be riveted to Shoes 


skates. 
No. 103. No. 100. 





Learn Chiropody 


Earn up to $5000 per Year 


at 


. 





LY 


Coburn 


Trolley Ladders 


are simple, ef- 
ficient, inexpen- 
sive, saving time 
in sales effort. 


HOE salesmen have the best quali- 
fications for learning the chiropody 
profession because of their famil- 

iarity with the feet. Many former shoe 
men are now professional chiropodists, 
with possibilities for earning up to 
$5000 per year. The same chances are 
yours, for the field is undeveloped and 
uncrowded. 

The course is easy and requires only 
eight months to complete, and you can 
earn your way through by working in 
the Chicago shoe stores. We have ob- 
tained such positions for other students 
and will be glad to do the same for you. 

Our course is most complete in 
every detail, and upon your graduation 
you will receive a di pence conferring 
— you the degree of D. S. C. (Doctor 
of Surgical Chiropody). 

Graduates are prepared to pass any 
state board examination. 

New classes forming now for January 
2, 1917. Send for literature. 


Get estimates—- , 
send us a rough 
sketch of your | 
store interior, 
showing shelves | 
to be reached and | 
let us tell you the 
cost. 


Catalogue on re- 
quest. 


Coburn Trolley Track Mfg. Co. 


HOLYOKE, MASS. 


ILLINOIS COLLEGE OF CHIROPODY 
1321 N. Clark St. CHICAGO, ILL. 





SLUUCHOROOOOHOHGHOUOROGOGEOOGUGEOOQUOURGOGHORGHOUOQOOESOGHGUGEOQOGEGEGUGUGUEOOOOUGUGEOOOOOOGOOSOGUGUOUGORGUGUOOCCOOE 
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The One Best Buy for 1917 


kK. C. SKUFFERS 


For The Entire Family 


The Progressive Shoe---sold by the progressive 
wholesaler---for the line is a sign of his pro- 
gTessiveness. 


More E.C. SKUFFERS were sold in 1916 than 
ever before---that more still will be sold in 1917 
is already assured. 


E. CG. SKUFFER prices are right for the right 
profit. Your nearest wholesaler is our service 
agent. 


Get in early touch with him for a better than 
ever 1917 record. 


Engel Cone Shoe Co. 


EAST BOSTON, MASS. 


Sole Makers of E. C. SKUFFERS 
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18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


$1OO,000,000 


A YEAR 





is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


BOSTON, MASSACHUSETTS 


=, 


United Shoe Repairing Machine Company 





6 














Buyers’ Easy Reference Directory 








Beaded Ti 


THE LACE OF QUALITY 





The Tips match the Braid 
All Lengths, Widths and Colors 
Ask your Jobber or write us 


UNITED LACE and BRAID MFG. CO. 
[Auburn] PROVIDENCE, R. I. 

















McKays and Welts 
For the Up-to-Date Woman 





Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 








The Dr. A. Reed 


Famous Cushion Shoe 
For Women 


The best grade of comfort 
shoe on the market to-day. 
There is a class of women 
who insist on comfort at 
any price but it takes a 
good shoe to satisfy them. 
Only a few agencies available 


John Ebberts Shoe Co. 
Lace Boot, No. 33 Last Width Buffalo, N. Y. 
Awe, Sizes, 2% to9 






Fine Glazed Kid, 
Goodyear Welt 


The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 
East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 








CORDO-TAN 


A dye that changes a faded tan or light colored shoe 
to a rich deep cordovan brown. 


Cordo-Tan gives a permanent color and is absolutely 
uniform. It will make money for you. Send for 75c. 
or $1.50 package, with 10 cents added for parcel post— 
NOW. 


BLACKFAST DYE—As good for turning them black 


Same Prices 
149 DUANE STREET 


ELIAS BERLOW NEW YORK, N. Y. 


Phila. Representative, B. Landsberg, 44 N. 4th St., Phila., Pa. 








he matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
Hijups 


meams quick and easy salesfor you 
Two Popular Styles, Pad and Cord 
GEORGE FROST CO., Makers, BOSTON 
C.E, Conover Co., Selling Agents, New York, Chicago, nt. <a St. Louis 














We stand ready to ship —~ order in any quantity 
from Shoe Buttons to 


LL A Shoe Repair Machinery. 
A's Lon Headquarters for Find- 
Ree Many O.. ings and Shoe Store Sup- 
plies. 
G@D!) 0 In the Heart 
& of the Shoe Trade 
INTERNATIONAL 


SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORK, N. Y. 











PASS THE BUCK TO 
KIELY 
The White (Buck) Man of the East 


A Factory with a Snow 
White Atmosphere 


mean SHOES FOR 


INFANTS, CHILDREN, 
MISSES and GROWING GIRLS 


McKays and Welts 
Shoes that Fit --- Shoes that Sell 


KING KIELY OF THE EAST 
MAKER 


T. J. KIELY & CO. 
LYNN, MASS. 





THIS IS KIELY 
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Stock No. 737—Gun Metal Bal, Depelion. 


STOCK NO. 





Stock No. 555—Colored Calf Bal, Bronx 









Numbers below will 
be continued through 
the season. Deliveries 
can be made at once. 
For complete descrip- 
tion refer to our cata- 
logue. Send for copy 
of this book if you have 
none. 


Stock No. 180—Kid Blucher, ba Last. 


Stock No. 750—Dark Brown Cordovan Calf Stock No. 856—Gun Metai Bal, Brons Last. oy ga 
toc o. ar rown oradovan a toc o un 6 ronx Last. — 
EIR, 0 cn anieneanat Price $4.25 Price $3.50 cmeseeeiees: 
Stock No. 740—Gun Metal Bal, — es ioe. png be tae Sages Bal, » doe, Stock No. 138—Colored Calf Blucher, er, Argo 
Steck No. 741—Colored Calf Bal, ‘Park Last. Stock — 729—Gun Metal Bluchor WE ccc cc ccsecccocscsoscosons 
© $4.25 error: Price $3.50 Qtech No. 139—Gun Metal Bucher, Argo 

Seoak 4 = —-Gun Metal Bal, Black i ats Stock | No. eee Kangaroo Ly BN h6t-c0c6hendnianekekem aman Price $2. 

n 1, PAFR LAS. 2.1 eee ee cene MRCP EBL... ccc cccccesesecs — 
Stock No. re4 Colored Colt Bal, "Tan Neo- Stock No. 579—-Colored Galt Bal, Westmin- ini 
lin Sole, Park Last............. rice $4.25 i. 66666 beh enenneeadane Price $4.10 Stock No. 141 Metal Bal, Pl La 
Stock No. 732—Kid Bal, Unlocked Process, Stock No. 580—Gun Metal Bal, Wetate tock No. Gun Me Pries st. 
Watch-Your-Step Last.......... Price $4.25 ster Last $3.50 jee $2.90 


Stock No. 733--Gun Metal Bal, Unlocked 
Process, Nature Last........... Price $4.25 





1917 
Have You Covered The In- 


creased Value of Y our Stock 
with Additional Insurance? 


If not, why not write the 
Fitchburg Mutual for infor- 
mation as to their special 
class of insurance for Shoe 
Dealers and the saving of 25 
per cent in the cost of your 
insurance? 


FULL INFORMATION 
SENT ON REQUEST 


Fitchburg Mutual Fire 


Insurance Company 


(70 Years Old) 


FITCHBURG, MASS. 


Middle West Representative, Mr. W. B. ACKMOODY 


Stock No. 558—Gun Metal Bucher, N Nu coon 
Last ce $3.50 


THE PRESTON B. KEITH SHOE CO. 
MANUFACTURERS 


BROCKTON, CAMPELLO STATION, MASS. 
BOSTON OFFICE, 207 ESSEX STREET 


TRY IT INYOUR OWN STORE 
7 TOLEDO BUTTON MACHINE 


+60 


WITH TOLEDO 
RUST PROOF 
WHITE WIRE 
FOR 12,000° 
OPERATIONS 


FASTENS 
ALL 

BUT TONS 
SOLD 
OUTRIGHT 
FULLY 
GUARANTEED 


I5 DAYS 
TRIAL 


ORDER ~ 
e), = a c 
| = 


me TOLEDO, | BUTICe. MARES 





oa" 


~ 


OMPAL 
ae) KG . 
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va 










Women’s Comfort Shoes 





OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


oA Hiswer H25i By 


LYNN, MASS. U-9.A 


PH TITTTTTT 
PTT 


WINDOW DISPLAY WORK 


MADE EASY 


By the use of our large and varied assortment of 


NOVELTY PAPERS 


In both sheets and rolls. 


Screens, Pedestals, Flower Boxes. 
Special novelties adapted for 


SHOE DISPLAY WORK 


Artificial Flowers. 
Dept. B. 


®. DOTY & SCRIMGEOUR SALES CO., INC., 
74 Duane Street New York City 


nn Se 


lll ebb eddeebbeltaedLLeedd) — 


A Treat to the Feet 
MACK'S FODT LIFE 


PERSPIRING FEET. 
bader for THIRTY YEARS 


Sand for'a cory of | 


“THE SHOE THAT NEVER HAD A CHANCE” 


MACKS MEDICAL 
3353 Fremont St. Se = oad 


DM I I TT i ir 





















NBN BS BBB GisiSieigiaias 











Tn mn i oi oi 


HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


Let 











We carry a complete stock on the floor. 
us send you samples. 


We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 


ETT 
TTT 


al 


Strootman Cushion Arch Molds 


Sent your. customers’ weak and tired 
aching feet on a vacation of joy and happi- 
ness. They are foot conforming and shoe 
fitting, and require no breaking in. 

PREVENT FALLEN ARCHES 
and protect the low instep foot against 
the damaging effects of looseness and 
friction. 

Strootman Cushions are made of a high- 
grade piano felt, cut by hand and molded 
in a scientific manner to ‘‘tone-up” the 
feet. 

We’re looking for a good dealer in your 


town. 
Drop us a line--Now is the time 





John Strootman, Buffalo, N. Y. 


Didinenninitietivibenmmeneell 






] VERY POPULAR: 


Black and White 
in Stock 


Black Vici, Full Foxed, White 

Washable Kid Top, Full Louis 

Covered Heel with Aluminum 

Plate, Turn, 874. inch Height. 
2% to7 


A to D. 
$5.00 
Style 4915 


Powell sCampbell 





122-124 Duane St., 
NEW YORK CITY 








“HENRY LILLY CO. 


AUCTIONEERS 
88-90 READE ST., N. Y. 


ee ea 


TRADE SALES 
of 
SHOES and RUBBERS 


Every Wednesday and Friday 


SOURROURCRUGOROGRRRERORREE 














NEW 
© YORK 


100 READE ST., N. Y. 


OVERGAITERS 


White as the driven snow 
Shapely as Venus De Milo 


VOQUOUONOUGOEOOUSOUGODOOUOROOROOUOUOORGROOEONOOEOOUONR: 
PIT 


IN STOCK 
ern. Sat: ee ae retire $12.00 
Also 
Stock No. 1021—Pearl Gray................- 12.00 
Stock No. 1022—Champagne................ 12.00 
Stock No. 1033—Taupe..........cccssessces 12.00 
Stock No. 1035—Chamois..................: 12.00 
Send for Sample Dozens. In Stock 
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10 Karat Gold Front 
Shoe Buckles 


Plain Polished Yellow Gold Plain Polished Green Gold 


Plain Dull Yellow Gold Plain Dull Green Gold 


i ae may be either Engine Turned, Hand = 
eS @r Chased, or if you prefer they maybe perio a 


us 
’ f°us ec Your inquiries, that we may show you ee or 
es ae <4 send you our leaflet 


Jeane’ and School Sts. .# 









THE WIND IS TEMPERED TO THE 
SHORN LAMB 


WE TEMPER THE WIND TO THE 
SHORT SKIRT AND THE SILK HOSE 


OVERGAITERS 
IN STOCK 


F ELT—In White, Chamois, Pearl, Dark Gray, 
I 6 vacddedcnan acme’ $12.00 Doz. 
gs 9 508 cia wire a 15.00 Doz. 


BROADCLOTH—In White, Fawn, Dark 
Gray. 8 Button...........$15.00 Doz. 


BOX CLOTH— 




































-White and Chamois. 
$21.00 to $24.00 Doz. 







BETTER ORDER QUICK TO GET 
SELECTION 






Laing, Harrar & Chamberlin 


43 N. 3rd Street, PHILADELPHIA 






n* Jewelry Company 


MANUFACTU RERS OF, JEWE LRY 


af a Attleboro, Mass. 


| 











The Shoe 


Trades Journal 


OF LONDON, ENGLAND 


Reaches every week the leading buyers of Boots and Shoes in 


ENGLAND SCOTLAND IRELAND 
AUSTRALIA NEW ZEALAND 
SOUTH AFRICA INDIA 
BRITISH WEST INDIES 
CEYLON BURMAB 


STRAITS SETTLEMENTS, etc., eto 


American shoe manufacturers desiring foreign trade will receive valuable 
information by reading this weekly paper 


10 cents a copy $3.00 a year 


Advertising, Subscriptions and Samples, Address 


Franklin P. Shumway Co. 


453 Washington Street, Boston 


American Representatives for all 
Foreign Shoe Trade Papers 

















Buyers’ Easy Reference Directory 
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GOLD AND SILVER SLIPPERS 
ore GOLD ani SILVER MET- 
LIC RIBBON for lacesand bows. 
Pattern N>. 8897 


Widths—} and % in. 
10 yard pieces 


FOR EVENING SLIPPERS, OPERA; 
BALLET TIES AND GYM. SHOES 
use ‘‘Chandler’s Perfection 
Double-Face Satin Ribbon’’ 
Pattern No. 750 —- 

ap earattse 
Colors—Black, White, Silver, Gold, 
and Evening Shades 


Cc. A. BROWNING COMPANY 
30 FRANKLIN ST. - - BOSTON & 


LALALRGA AA LALAULA LA ULLAL LALLA LA ALAA ALLA ALLL ALLALA TAL ALARA SE 


ELLERS-EVERS:CO-IN 


JUST ARRIVED 
IN STOCK 


7563 Women’s Steel Gray Kid Vamp, 
Gray Buck Top, 9 inch Pattern 


N 

fe} 

Vv 

E Lace, Leather Louis Heel, Welt. 
s 

T 

1 

E 


WoVvaoX 


re 
A 







RABI RAARAR AD ANDAR AAA SH 


AVOOOSOOYOYUGOSISE OO GYOVHYY 


Widths A-D 2. cc ccccccccsccs $5.50 


Women’s All Gray Buck Lace, 
Full Louis Covered Heel, 9 inch 
Pattern, Welt. Widths A-D ..$6.00 


*This number was in error quoted at $5.50 in 
previous week’s issue, correct price is $6.00. 


Two Beautiful Boots 
08 READE ST-NEW YOR 


*7562 


©) M--irM<o 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 


———— _ a —_ — a) 
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gn 


Trade Marks in Forei 
Countries 
Do you Realize the Importance of Protectang your 
Foreign Trade in Cuba, exico, the South Amerian 
Countries and also in Europe, Asia and Africa? 
_ Certain Foreign Countries award exclusive trade-mark 
rights in a trade name or mark to the first applicant, ir- 
respective of prior use by another. This allows the 
piracy of valuable trade-marks in such countries. 
The Boot and Shoe Recorder maintains a Patent and 
Trade-mark Department fully equipped to promptly 
handle your applications for Registration of Trade-marks 
in all Foreign Countries, as well asin the United States. 
Address all ~ go to Boot and Shoe Recorder Patent 
and Trade-mark Department, 207 South St.. Boston. Mass. 




















—— 


— 


IN STOCK 


; SATIN SLIPPERS 


FOR EVENING WEAR 


m Made of good serviceable satin, in operas, 





= VPDNNU HANNAN LAAN EN 












= 






HVS 





with and without rosettes. 


In Cuban or 


1-2 Louis heel to match. Black, white, 
—= pink, blue. 


$1.25 to $1.85 per pair 


SLIPPER CO. 


116 Duane St. 
NEW YORK, N.Y. 


TERMS 
3% 10 days; 
30 days, net 





FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 


We assure you satisfaction es 






‘COLUMBIA: COUNTER-CO- 


349 CONGRESS ST. BOSTON, MASS. 


FRANKLIN 


MACHINE CO., INC. 
189 Charles St. 
PROVIDENCE, R I. 


f ENGINEERS 
4 FOUNDERS 
and MACHINISTS 


Manufacturers 
Pulleys, 


Hangers, 


Couplings, etc., Iron 
Mill Repairs, Special 

epairs, Specia 
Machinery for Tex- 
Work, Ball- 
Winding Machines, 
Cotton Bat Heads, 
Dresse 


tings, 


tile 








of 














IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS sia 
SELL NOW 


NATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 
Cures Sprained Ankles—For Children 
Learning to Walk—FOR SKATING 


Order by Name from 
your Jobber or Direct 
A stock is also carried 
at our Western Agency. 
John Lawrie & Sons 
206 S. Market St. 
Chicago, I11. 


Nathan Anklet Support 


81-90 Reade St.. 


Co. 


worn AS Colts 
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What One Buyer Said 


‘‘Rauh has it beat a mile. But 
it’s a d——n good gaiter, the price 
is right and it sells. So why 
worry? It’s a long way ahead of 
the others. It’s the best gaiter 
I’ve seen next to Rauh’s.’’ 


Thus spoke (about our SPATS) one of the lead- 
ing buyers. 

We are willing to have our gaiter compared with 
any. We will send a pair without charge or up to 
2 dozen pairs on approval to any well-rated house 
that has not yet purchased our goods and wishes 
to compare them with the spats they are now 
using. 

For the store that would increase its prestige, we 
suggest 


Our Exclusive Cloths 


8-Button $16 10-Button $18 


Genuine Gaiter Cloth as low as $11. 
Fine Felt, Meltons, etc., $12 and upwards 


Lynn Ornament Company 


219A Market Street - Lynn, Mass. 





Catching Your Eye 


The cost is nominal 
send your problem along 


1864 A.F. Smith’s “Glovefitting” Footwear 1916 


A Brand of Distinction for Over Fifty Years 





WELTS — TURNS — McKAYS 
THAT ARE DISTINCTIVE 


Is OUR duty 


Heeding Our Message 





SHOE STANDS 
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To produce inviting displays you must have effectively designed 

forfeit profitable sales-getting displays for the sake of asmall initial purchase cost? 
We have illustrated a few of the many artistic and carefully co 

display fixtures that we have to offer you. eee ae 
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SHOE STAND 


35 W. 32nd St. 
New York 


is YOURS 


Our Duty is to Help You 


with HOME MANUFACTURE service 








No. 1657 
fixtures—so why 






Price Each 
Oak Maponnny 

Wax or Varnis 

Finish Finish 

2 1-2 inch. ..$1.00 $1.15 
6 tnch..... 1.75 1.90 
8 inch ..... 2.00 2.15 
10 inch ..... 2.25 2.40 


Made with our heavy Made with our new 
cast brass base, cast brass 53-8 





pounie Side srann 
HUGH LYONS & COMPANY 


LANSING, MICHIGAN 


234 So. Franklin St. 
Chicago = *.«¢ 
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} & SHOES have a record for excel- 

lence that makes them eagerly 
sought for, by the ‘‘ knowing ones.” Come 
in and ‘get wise,” to the merchandising 
qualities of this line, when in Boston. There 
will be salesmen present to tell you and show 
you a lot that is interesting. 


CHESLEY © RUGG 


Men’s and Women’s Turn Slippers 


HAVERHILL, MASS. Rotem Ole: 


New York Office: 
W. B. Wynns @ 
Marbridge Bldg., 34th and Broadway 
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Pees 2 


89 Bedford Street 
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1033 Chestnut St. 
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OME in and rejoice with us. We can almost 
see your smile of satisfaction on reading this 
announcement. The new location isso handy. 

Every customer will feel like making his headquar- 
ters with us. 


You can make your purchases surrounded by every 
comfort and convenience. Our unobstructed view 
opposite Madison Square Park lets in a flood of 
daylight on our sales floor. ONYX quality never 
did shun daylight. 


When in the market visit us. Let us make you feel 
at home. The new headquarters are at your serv- 
ice. They area truly fitting home for ‘“The World’s 
Best Hosiery” and signify but another step in con- 
tinuing ONYX Hosiery and ONYX Service in 
their admitted position of leadership. 

We want to offer our thanks and congratulations 
to the multitude of shoe merchants who have so 
splendidly testified to their confidence in ONYX 
Hosiery during the past year. 


Boston Office: Chicago Office: 
34 Bedford Street Emery -Beers Company, Inc. The Lytton Building 
Philadelphia Office: NEW YORK San Francisco Office: 


SUCCESSORS TO THE WHOLESALE BUSINESS OF 


Lord & Taylor 








Bankers Investment Building 
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Broadway at 
2Ath Street 
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Twenty of the best shoe retailers repre- 


senting the big retail centers in the North- 
western States have joined forces with 


Educator Shoes. 
Why? 


Because each of them realizes the wonderful salability of 
Educator Shoes. 


Because each of them knows that the national advertising 
of Educator Shoes has created a consumer demand that 
means money to them. 


Because each of them knows Educator Shoes to be abso- 
lutely standard and staple and that our wholesale houses 
carry them in stock for immediate delivery. 


WHOLESALE HOUSES 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins New York Co. The Rice & Hutchins Cleveland Co. 

The Rice & HutchinsSt. LouisShoeCo. The Rice & Hutchins Cincinnati Co. 

The Atlas Shoe Co., Boston, Mass. The Rice & Hutchins Atlanta Co. 
Joseph I. Meany & Co., Inc., Philadelphia 





Rice & Hutchins, Ine. 
20 High Street, Boston, U. S. A. 














